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The Prudential Insurance Company of America 
FORREST F. DRYDEN, President 


Home Office, Newark, N. J. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 











aie = 
Founded 1865 


THE PROVIDENT LIFE The Acid Test for Strength, 


AND TRUST COMPANY || Liberality, Service and Low Cost 
OF PHILADELPHIA slic 


(Penna.) 
LZ. 


‘‘Tantamount to A Sight Draft’’ Se 


IFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 








A Provident Long Endowment is not only high on the list 
payable immediately should the insured die; 


if he lives to the maturing date specified in CAPABLE AGENTS WANTED 


the policy, it is tantamount toa sight draft. 
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Announcing 


the opening of our 


NEW YORK 
OFFICES 


at 


75 Fulton Street 


Insurance men in the East are 
cordially invited to make them- 
selves acquainted at these 
offices and to avail themselves 
of the co-operation which this 
office is prepared to give. Our 
Eastern territory is in charge of 


Mr. S. D. Levings 





The |loyd-Ihomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL ‘‘ALUES 


1128 Wilson Avenue, CHICAGO 75 Fulton Street, NEW YORK 


Cincinnati Cleveland Detroit Indianapolis St. Louis Milwaukee Pittsburgh Memphis Buffalo Toronto 
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Tue Sprecrator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 23, 1879, at 
the Postoffice, New ork, mY: coir the act of March 3, 1879. THE Spectator, Volume CVI, Number XV, April 14, 1921; $4.00 per annum. 
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Marine and Inland Business in 1920 
Loss Ratios Range from 1 Per Cent to 1000 Per Cent Last Year 


Statements 


ARINE and inland premiums aggregated 
$162,766,084, statements filed by com- 
panies in the State of New York show. 
Losses amounted to $109,680,533, giving 
an average ratio of losses to premiums of 
67.4 percent. The experience of the com- 
panies differed widely, loss ratios ranging 
from one per cent to 1080.8 per cent. 

Twenty companies reported losses in excess of premiums. 

Among companies having the best record and more than a hun- 

dred thousand dollars of business was the Peninsular, Grand 

Rapids, Mich., with premiums of $164,186 and losses of $39,- 

279, giving a ratio of only 23.9 per cent, and the Eagle Star 

and British-Dominion of London, England, with premiums 

of $385,573 and losses of $88,361, a ratio of 22.9 per cent. 

The Utah Home, Salt Lake City, with premiums of $18,038 

experienced losses of only $186, giving a loss ratio of only 

one per cent. Automobile premiums and losses are generally 
included under marine and inland business. 

Forty-seven companies received premiums of more than one 
million dollars, the largest volume of business having been 
written by the Insurance Company of North America, Phila- 
delphia, with $9,438,770; the Firemans Fund, San Francisco, 
$8,990,931; the Globe and Rutgers, New York, $7,643,306; 
The Home, New York, $5,690,915 ; The Atlantic Mutual, New 
York, $5,626,452, and the Automobile, Hartford, $5,586,507. 





Filed Show 


Nearly $163,000,000 of so-called marine and inland in- 
surance premiums (including automobile) were written in 1920 
by the companies listed in the accompanying tabulation. These 
companies embrace nearly all of those transacting marine and 
inland business in the United States, and the business reported 
by them probably exceeds ninety-five per cent of the aggregate 
of such transactions. With losses of nearly $110,000,000, 
they are shown to have had a loss ratio of over sixty-seven per 
cent, which precludes any hope of a profitable outcome of such 
business, for it leaves less than thirty-three per cent of 
premiums to take care of all the expense of conducting the 
business, as well as the probable increases in unpaid losses and 
expenses, and net additions to unearned premium reserves. 
Altogether, the year 1920 was, therefore, an unfavorable one 
for those writing marine and inland lines. 

Many fire companies took up the writing of marine risks 
during the war, and a number of new marine companies were 
then organized. The business was profitable for a time, but 
following the armistice, conditions grew more unfavorable, and 
several marine companies have been forced to discontinue 
business, and the operations of other companies have produced 
underwriting losses. The marine business at the present time 
offers no attraction to the novice in the business, and re- 
quires all the skill of experts to enable them to extract a profit 
from its conduct. 


(Continued on page 15) 
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Life Agents Brief Out Early 


Vest Pocket Manual of Rates, 


Values, Net Costs and Policy 


Provisions 


The 1321 edition of the “Life Agents Brief,” that most 
valuable and convenient vest pocket work, which gives a 
synopsis of premium rates, cash values, net cost of insurance 
and policy provisions, has just been issued by The Spectator 
Company. It embraces 436 pages, but is printed on such thin 
paper, and the information is so well arranged, that it can be 
easily carried in the vest pocket. This is the most useful 
canvassing book for life insurance agents extant. It contains 
just the information that is required, and presents it in so con- 
venient a form that every reference and comparison is simpli- 
fied to the last degree. 

PREMIUM RATES 


The tables of premium rates, both participating and non- 
participating, are presented according to each age for all com- 
panies instead of by each company for all ages. This form 
admits of an instant comparison of rates with any company 
without turning over a number of pages. The rates quoted 
cover the most generally used forms, embracing whole life, 
fifteen and twenty payment life, ten, fifteen and twenty year 
endowments, ten payment, twenty year endowments, ten and 
twenty year term. The methods of finding semi-annual and 
quarterly rates are also given. 

Thus when it is desired to compare rates of different com- 
panies for a given age, it is only necessary to turn to the table 
for the age desired and tie rates for all companies listed are 
there found. This highiy convenient arrangement is found in 
no other book. 


DIVIDENDS AND Net Cost 


One tabulation shows the dividends paid by the different 
companies in the year 1921 on three leading forms of policy 
contracts including ordinary life, twenty payment life and 
twenty year endowment policies, issued during a period of five 
years. The dividends are given for ages at entry of 25, 30, 35, 
40, 45, 50, 55 and 60. 
formation is presented is such as to allow immediate contrast 


The concise form in which this in- 


with the premium charged, so that the net cost is easily 
arrived at. 

Another table gives the dividends and average yearly costs, 
showing the dividends paid year by year for ten years, and the 
average yearly cost for both five and ten year periods. ‘The 
schedule covers ordinary life, twenty payment life and twenty 
year endowment policies issued at ages 25, 35, 45 and 55. The 
convenient arrangement of the tables permits an instant com- 
parison of dividends to policyholders and net cost, making the 
“Life Agents Brief” invaluable to the agent when comparing 
the figures of two or more companies. 


Poticy Provistons 


Policy provisions are treated in such a manner that under 
each subdivision the practice of all companies may be seen at 





a glance, and prompt answers given relative to any other com- 
pany. The data embraced in this section are age limit, ap- 
plication, disability, dividends, grace, incontestability (includ- 
ing restrictions as to military and naval service), loans, non- 
forfeiture, occupation, payment of claims, reinstatement, resi- 
dence and travel, suicide, and women. 


Net Cost or INSURANCE 


This important question is dealt with in a series of tables 
showing the actual cost of insurance furnished under ordinary 
and twenty-payment life and twenty-year endowment policies 
for each of the past ten years. The tables show the dividend 
history of policies for eight different years of issue ranging 
from one to twenty, and indicate most comprehensively the 
decreasing net cost of insurance as furnished by‘ participating 
companies. No other work goes into such complete detail in 
this respect. 


CASH SURRENDER VALUES 
Under this general heading the “Life Agents Brief” presents 
the cash values allowed by the several companies for a series 
of years. These values may be used in connection with the 
tables of net cost of insurance to show conclusively the real 
outlay on policies at various periods. 


How THE BrieF 1s APPRECIATED 


jo) 


The publishers have received a great many commendatory 
letters relating to the “Life Agents Brief” from company of- 
ficials, agency managers, general agents and soliciting agents. 
l‘or example, a superintendent for one of the greatest com- 
panies says: “I have received a copy of your ‘Life Agents 
Brief, and I want to congratulate you most heartily upon your 
It is just the thing we have been looking for, and the 
best article I have seen on the market.” An officer of another 
great company says: “I desire to express my cordial apprecia- 
tion of this most useful book. It conserves the convenience 
of the canvasser to get this symposium of premium rates, 
dividends and policy conditions in a less bulky form than the 
average size company rate book.” Another says: “The ‘Life 
Agents Brief’ is the handiest book for agents we have seen.” 
A vice-president of one of the largest companies says: “! 
doubt if a ‘Vest Pocket’ could contain more valuable informa- 
tion about life insurance companies than is to be found in this 
compendium.” 


work. 


\ prominent Western agent wrote, “I have 
been using your publication called the ‘Life Agents Brief’ for 
several years and find that it has been the most useful little 
publication of any that | have ever used.” 

The “Life Agents Brief” gives the best value obtainable for 
its price, selling as it does for $2 per copy. No life insurance 
manager or agent can afford to be without this most compact 
yet comprehensive pocket reference work. 
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_ THE Specrator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexice is 
Four Dollars per annum, postage prepaid: to all for- 
eign countries in the Postal Union, Five Dollars. 
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135 WittraM Street, New York 
Arthur L. J. Smith 


; President 
Charles H. Nicoll Harry W. Barnard 
Vice-President Second Vice-President 
Robert . Loughton T. — 
Teasurer etar. 
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ADVERTISING DELUSIVE STATISTICS 
F Sykes page advertisement recently 

appeared in the Daily Clarion- 
Ledger, published at Jackson, Miss., ap- 
pealing to the public to subscribe for 
stock of the new Mississippi Fire Insur- 
ance Company now in process of or- 
ganization at Jackson, as a partial sub- 
stitute for the insurance heretofore given 
by the companies which withdrew from 
Mississippi for good cause. The stock 
is offered at $15 per share, but notice is 
given that the price per share would in- 
crease to $20 after March 29. The 
method of dividing the receipts between 
capital, surplus and expenses is not 
stated in the advertisement. A large 
portion of the page advertisement is 
occupied by a table which is improperly 
and unauthorizedly credited to Tue 
SPECTATOR. 

We do not deny the statement, made 
in the display headline of the advertise- 
ment (which introduces the name of 
Tue Spectator as alleged authority for 
the misleading insurance figures) that 
Tue Spectator is “as reliable in the in- 
surance worid as is Bradstreet’s and Dun 
in the business world.” THe Spectator, 
however, positively repudiates the sta- 
tistics published in the advertisement in 
the form given, and denies that the com- 
panies have made the excessive earnings 
or profits shown by Vice-President G. B. 
Reynolds. 

The complete fire underwriting profit 
and loss figures of the companies for the 
year 1920 are not yet available; but the 
tabulation made by THe Specrator 
covering the year 1919, of I00 leading 
companies, shows that the net underwrit- 


ing profit of all of them averaged 8.6 per 
cent of underwriting income earned in 
an unusually profitable year, and for the 
twenty-two years, including that year, 
1.1 per cent. The tabulation presented 
by the Mississippi Fire in the daily paper 
referred to has not been printed in THE 
SPECTATOR nor in any publication of The 
Spectator Company. It may be that Mr. 
Reynolds has taken different items from 
publications of The Spectator Company 
and worked out therefrom the mislead- 
ing tabulation presented in the advertise- 
ment. 

The tabulation in question, covering 
100 leading fire insurance companies, in- 
cludes columns of capital stock, income 
less losses and expenses, and percentages 
of such income to capital stock. Every 
underwriter perusing this tabulation 
would smile at this method of computing 
earnings but for the fact that this pub- 
lication of fallacious figures as repre- 
senting earnings is liable to do serious 
injury to the fire insurance business, be- 
cause tending to grossly misinform th 
public. The public would not know that 
it is inaccurate and misleading to 
designate income less losses and expenses 
as earnings or profits, especially when 
the delusive advertisement carries the 
flaming deceptive headline, ‘Average 
earnings of these 100 companies shown 
to be 113.43 per cent.” As a matter of 
fact, the ratio of underwriting profit of 
the fire insurance companies during the 
past twenty-two years worked on the 
capital stock would be an unappreciable 
item compared with that ridiculous per- 
centage. 

As to one particular company the ad- 
vertisement shows that “it earned for 
1919, after all expenses and losses were 
paid, 580 per cent.” These figures are 
arrived at by Mr. Reynolds without con- 
sidering so trivial a matter as the increase 
in liabilities of the company, and the 
same principle is carried out in compiling 
the fallacious table covering the 100 com- 
panies. It isa very simple process to de- 
duct actual payments for losses and ex- 
penses from total income and call the 
remainder profit; but what about in- 
creased reserves for unpaid losses and 
unearned premiums? In the case of the 
company mentioned in the advertisement 
as having earned the ridiculous percent- 
age referred to, there is a little matter of 


5 


about $2,000,000 of increased liability at 
the end of the year which the compiler 
of the advertisement apparently considers 
negligible. Another company, which is 
credited with having earned about $5,- 
500,000, had an increase of about $2,400,- 
000 in its liabilities. Similarly various 
other companies sustained large increases 
in liabilities which are obviously not 
taken into account in the delusive tabula- 
tion. Gross overestimates of actual earn- 
ings from underwriting and investments 
prevail throughout the whole table and 
render it worse than valueless as a gauge 
of the actual results of the operations of 
the respective companies. 

Tue Spectator positively disavows 
that it is responsible for the misleading 
statistics put out by Mr. Reynolds, pur- 
porting to show “earnings” of too fire 
insurance companies listed in the adver- 
tisement referred to; for it is well aware 
that, in any computation of earnings or 
profits, there must be taken into con- 
sideration increase or decrease in liabili- 
ties, as well as mere differences between 
current income and expenditures. 

Until these deceptive ratios of earnings 
were published recently, and unblush- 
ingly credited to THE Spectator, this 
journal had no issue with the Mississippi 
Fire Insurance Company or Mr. 
Reynolds, its organizer; but we submit 
to the fair-thinking citizens of Missis- 
sippi that such propaganda seriously in- 
jures the cause of the new company or- 
ganized to take over the fire insurance 
business given up by the regular com- 
panies forced from the State, and in- 
vites future bitter disappointment from 
the stockholders which it is endeavoring 
to gather together. 


Se March fire loss in the United 
States and Canada is placed by the 
Journal of Commerce at $28,581,100, 
thus bringing the total for the first quar- 
ter of the year up to about $90,000,000, 
or a trifle under the loss in the first quar- 
ter of 1920. According to the Monetary 
Times, the loss in Canada was $2,112,200 
in March, and about $7,000,000 in the 
first quarter of this year, or nearly $1,- 
000,000 more than in the first three 
months of 1920. It is apparent, there- 
fore, that if the losses keep up at the 
same rate throughout the remainder of 
the year, 1921 will be unprofitable. 
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FLOORS @ OFFICES TO RENT 
Will Divide & Alter To Suit 


MODERN BUILDING GOOD LOCATION 


S. Kaplan & Co. 


64 Fulton St., N. Y.C. (Opposite New York Surveys) 











For an operation, For men’s suits, 


a surgeon; a tailor; 
For women’s clothes, For building plans, 
a modiste; an architect ; 


For automobile insurance, 


THE OHIO CASUALTY INSURANCE CO. 


A specializing company offering “the best in automobile 
insurance.” 


B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mgr. 
HAMILTON, OHIO 


EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August Ist, 1921, for $2.00 
Write tor Application Blank 
H. E.REX, Sec’y-Treas DES MOINES, IOWA 























QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough | Salesman, who has the proper Intestinal 
Equipment, whois “Four Square” and willing to work;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records, 

Great Opportunity for the men who can qualify! ! 

From May,1919,to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


, THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 














Soutl. western Life Insurance Co. 
Dallas, Texas 
T. W. VARI ELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 

















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, $1,250,000.00 
Net Surplus, - + $2,086,'742.08 
Surplus to Policyholders, $3,336,742.08 


EASTERN DEPARTMENT WESTERN DEPARTMENT 


D. H. DUNHAM, President NEAL BASSETT, V. P. and Mgr 


AE EASING See W. T. BASSETT, Ass’t Manager 
NEW. 


N. J. CHICAGO, ILL 














Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSS 


$122,116, 858. 26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


NET SURPLU 


10,0 13,906. i 4 
40.853.9 12.09 


THE SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR- 
PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
Wangan H. SAGE, Gen’ Mer. GEORGEH. TYSON, Gen’l Agent 
L. LERCH, Manager 210 Sansome Street 
76 West Monroe St., Chicago, Ill. San Francisco, California 


Boston Office Marine Department 
ROGERS & HOWES, Managers WM. H. McGEE & CO., Gen’lAgts 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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NEW YORK SURVEYS 


The Completion.— The reconstructed 
building to be occupied by the Ellison Agency 
is nearly done, and with that the last bit of 
scaffolding on William street, which has not 
been free of that adornment for three years, 
will pass away. The blocks from Cedar to 
Fulton are now almost entirely occupied by in- 
surance offices. In so many cases does this con- 
sist of ownership or long-term leases that “The 
Street” is settled for a generation. Maiden 
Lane east of William is rapidly, too, assuming 
its new clothes, and should be settled in its 
insurance suit before summer. 

All Roads Lead to Washington.—The 
Street is deserted this week because of the 
Western Union meeting at Washington. We 
almost felt like going ourself. 


PHILADELPHIA NOTES 

Baseball Season Opens.—The Insurance 
Jaseball League of Philadelphia opens its sea- 
son this week, when the Camden Fire plays the 
Maryland Casualty. Much interest is being 
manifested in the league this year as in the 
past. Camden Fire won the pennant last year. 

Federation Meeting.—The Insurance Fed- 
eration of Pennsylvania will hold its annual 
meeting in Philadelphia this year on May 2. 
The meeting will be held in the morning and in 
the afternoon’a golf tournament will be partici- 
pated in by the various insurance men from over 
the State. Baseball games and other athletic 
events will also be foremost among the fes- 
tivities of the day. 

Opens Brokerage Office.—John Hartman 
and John Stiles, both formerly of the Beidler & 
Bookmeyer office here, have opened a brokerage 
office at No. 327 Walnut street, under the firm 
name of Hartman & Co. 


BOSTON AND VICINITY 
All-America Brokers Licensed. — The 
All-America Brokers, Inc., has received a 
license from the Boston Board and has estab- 





lished an office at 148 State street. The officers 
are Michael A. Hastings, president; James S. 
Kiely, treasurer, and Luke Martin, secretary. 


Elected to New England Exchange.— 
Raymond T. Sweeney, special agent of the 
Caledonian for New England, and Wilson H. 
Hinsdale, special agent for the National, have 
been elected active members at the New Eng- 
land Exchange meeting. The resignations of 
George F. Cowee and A. C. Stevens, due to 
transfer, were recorded. 


CHICAGO AND THE WEST 

Prominent Local Agent to Retire.—The 
retirement April 30 of Charles Nelson 
Bishop, who has been with the Northern of 
London for thirty-seven years, having been 
Chicago city manager for thirty-two years, has 
been scheduled. Mr. Bishop will continue as 
local agent on a very satisfactory retiring 
allowance. He will be succeeded by A. 
W. Jenkisson, who also has been with the 
Northern since 1892, having grown up in its 
service, and who has been Mr. Bishop's right- 
hand man. Mr. Bishop has served as president 
of the Chicago Board of Underwriters and on 
many important committees. He started with 
the old agency of Thomas & W. A. Goodman 
in 1872, and in 1875 went with THe SPECTATOR 
as a traveling representative, subsequently be- 
coming manager of the Western department 
of THe Spectator. In 1880 Mr. Bishop went 
to Colorado, in the mining business, and at the 
same time edited and published the Summit 
County Leader. He returned to Chicago in 
1884, and became a partner in the agency of 
H. H. Brown, who represented the Northern. 


on 


Meeting of Insurance Club.—The regular 
meeting of the Insurance Club of Chicago was 
held on April 12, and was addressed by Harry 
J. Bell, secretary of the Safety Council of the 
Chicago Association of Commerce, Mr. Bell’s 
theme being “Organizing the Community for 
Safety.” Mr. Bell’s talk had to do with edu- 


cating the public on safety principle and prac- 


tice, with a view of reducing industrial and 
other accidents as well as preventing fires. 


PACIFIC COAST ITEMS 

President G. G. Bulkeley on Coast.—One 
of the recent distinguished visitors to the Coast 
was George G. Bulkeley, president of the 
Springfield Fire and Marine, who spent the last 
week in March in San Francisco, the guest of 
George W. Dornin, Pacific Coast manager. 
Among the hospitality and entertainments in 
Mr. Bulkeley’s honor was a banquet by the San 
I'rancisco Pond of the Ancient and Honorable 
Order of the Blue Goose. 


Fred S. James Special.—H. P. Boardman 
of Portland has been appointed special agent 
for the Fred S. James & Co. General Agency at 
San Francisco, covering Oregon and Washing- 
ton. Mr. Boardman for the past ten years has 
been connected with the Portland office of the 
Fire Prenvention Bureau of the Pacific, and at 
the time that this body was taken over by the 
National Board of Fire Underwriters in the 
early part of this year he was the Portland 
manager. 


Pacific Coast Fire Dividends.—The Pacific 
States Fire Insurance Company of Portland, 
Ore., of which T. H. Williams was recently 
elected president, has announced that its 1921 
dividends will be on a seven per cent basis. 
This is an increase of one per cent over the 
company’s previous dividend scale. Mr. Wil- 
liams for the past four years had been secre- 
tary and underwriting manager, and under his 
direction and supervision the Pacific States Fire 
has made remarkable progress. The other 
officers elected at the annual meeting consist 
of F, I. Fuller, vice-president; L. G. Clark, 
treasurer, and Parrish Williams, son of Presi- 
dent Williams, secretary. The company has 
voted to increase its capital and surplus by the 
issuance of 10,000 shares of stock to be sold 
at $30 per share, par value $10. This will give 
the Pacific States Fire a capital of $400,000 and 
a surplus account amounting to $600,000. 















F. M. MACHMER 


President. 





SUNBURY, PENNA. 
Organized 1870 


City Insurance Company of Pennsylvania 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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Why Agents Prefer The Travelers >= 


Twelve Distinct Phases of Service That Have Made SAFEQUARD 


The Travelers the Largest Writer of Automobile uromosite- 
Liability, Property Damage, and Collision Insurance INSURANCE 


. Claim offices so distributed over the United States and Canada that im- 
mediate attention can be given to all notices of accidents. - 


. Experienced claim men who give intelligent and expert service to 
policyholders. 


. Branch offices within easy reach where information, and assistance in se- >) 
curing business, can always be had. cane i 
4. A willingness and.ability to issue policies with sufficiently high limits to ! ppOrLcie aM AGE 

protect automobile owners adequately in these days of big claims and big COLLISION 


verdicts. L 


. A Company of such size, age, and reputation that the question of security and stability never arises. 
. Automobile insurance literature which actually increases the proportion of sales to interviews. 


‘ Handy rate cards which simplify the quoting of premiums. 


. Tips on successful methods of selling automobile insurance—tested plans—furnished through ‘‘Protection,” 
the weekly publication for agents of The Travelers. 


. Electrotypes, copy, and suggestions for the agents who use newspapers, illustrated letters, or blotters for 
advertising, or who want their own individual circulars. 


. Lantern slides for agents who wish to advertise their business and themselves on the screens of motion-picture 


theatres. 


. The automobile service card which goes to every Travelers automobile policyholder and serves much the 
same purpose as the identification card used so successfully in the sale of accident policies for many years. 


12. And, last but not least, the name ‘“TRAVELERS,” a household word 
to hundreds of thousands of policyholders in accident, life, liability, health, 
automobile, steam boiler, compensation, group, burglary, plate glass, 
aircraft, and engine insurance; a name made favorably known through 
the payment of two hundred and seventy-five millions of dollars to. policy- 
holders and beneficiaries, through the expenditure of nearly eight millions 
of dollars for the prevention of accidents by inspection, through honorable 
dealings with policyholders, beneficiaries, and claimants over a period of 
fifty-seven years. 


The Travelers Insurance Co. The Travelers Indemnity Co. 
L. F. Butler, President 


Hartford Connecticut 


THE TRAVELERS 
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Nippon Fire of Tokio, Japan 

The second year’s business in the United 
States of the Nippon Fire Insurance Company 
of Tokio, Japan, was closed with a most satis- 
factory showing for that company. Its net 
premiums written in 1920 amounted to $931,- 
346, an increase of nearly $800,000. The losses 
incurred only amounted to $333,412, giving a 
loss ratio of 35.8 per cent; and this with the 
expense ratio of 36.3 per cent shows that the 
business was done upon a combined loss and 
expense ratio of about seventy-two per cent. 

The United States branch of the Nippon 
Fire closed the year 1920 with resources 
amounting to $1,270,735. Its unearned premium 
reserve advanced from less than $89,000 to 
$504,724 and after making due provisions for 
losses and other liability there remains a sur- 
plus of $609,399 or an increase of over $20,000. 
The assets increased last year almost $600,000. 
The rapid progress and favorable experience 
of the Nippon Fire under the American man- 
agement of Fester, Fothergill & Hartung of 
New York should be very gratifying to the 
home office officials. 


Goes With Ream & Wrightson 

Arthur P. S. Naul of Henry W. Ives & Co., 
who has been doing excellent work in building 
up the rain insurance department for the com- 
pany, is shortly to sever his connection with 
Henry W. Ives & Co., and will be associated 
with Ream & Wrightson of 5 Nassau street. 
Under Mr. Naul, the rain insurance depart- 
ment has been placed on a solid basis and last 
year showed a profit. No successor to Mr. 
Naul has so far been appointed. 


Texas Fire Marshals to Meet April 21 

The annual convention of the City Fire Marshals’ 
and City Fire Chiefs’ Association of Texas will be 
held at San Antonio April 21 and 22. Never in the 
history of Texas has the need for fire prevention 
been more keenly felt than during the period of re- 
construction and business depression, and ‘‘we know 
of no more effective method of combating and over- 
coming the things that cause fires than through the 
operations of thoroughly trained, alert and active fire 
marshals and fire chiefs,’ State Fire Marshal George 
W. Tilley said in a letter to fire marshals and fire 
chiefs, urging their attendance at the coming meeting. 


—Kelly & Fuller have been appointed New York 
metropolitan district managers for the United Fire- 
mens of Philadelphia. 





—The Insurance Club of Chicago will give an in- 
formal dance in the gold room of the Hotel La Salle 
on Friday evening, May 6. 













The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns.—-The Journal of Com- 
merce. 


The circulation of the publications of 
The Spectator Company, including Tur 
SPECTATOR, amounted for the past year to 
about 1,500,000 copies, averaging about 
30,000 weekly. These standard publica- 
tions, covering life, fire, casualty and 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











To Adjust Armour Elevator Loss for North 
British 

The Northern British and Mercantile Insur- 
ance Company have appointed Erion, Thomas 
& Ross as their representatives in adjusting the 
explosion policy on the Armour grain elevator 
loss which has recently commanded the atten- 
tion of all insurance men. Mr. Frank Erion 
will personally handle this case. 

Erion, Thomas & Ross, because of their close 
affiliation to the Lloyd-Thomas Company, 
whose records on values comprise a library 
which is considered one of the best in existence, 
are particularly well suited to handle important 
matters, and it is a mark of distinction to note 
that the companies of which the Northern Brit- 
ish and Mercantile Insurance Company is but 
one, are employing Erion, Thomas & Ross as 
consulting adjusters. 

Erion, Thomas & Ross have also been em- 


_ used. Shutters should close automatically. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


ployed to adjust the loss of the Austin Machin- 
ery Corporation at Winthrop Harbor, IIL, 
which includes both fire and use and occupancy 
insurance, 


New Commissioner in South Carolina 

John J. McMahan of Columbia, S. C., has 
been appointed Insurance Commissioner of 
South Carolina to succeed W. A. McSwain. 
Mr. McSwain resigned to attend to private busi- 
ness some time ago, and Mr. McMahan took 
charge of the office on April 1. 

Mr. McMahan is not an insurance man, hav- 
ing been a lawyer and member of the General 
Assembly. He was also State Superintendent 
of Education from 1899 to 1903. He is known 
as a broad minded and well-educated man, and 
is expected to make a good official despite his 
inexperience in insurance matters. 


New York Office Space 
S. Kaplan & Co. have purchased a building 
at 64 Fulton street. Modern offices are now 
open for rental purposes for insurance men de- 
siring downtown space. 


Pointers for Fire Insurance Men 

From the latest edition of Fire Insurance Inspection 
and Underwriting, by C. C. Dominge and W. O. 
Lincoln, published by The Spectator Company, is 
taken the following interesting information: 

Motion Picture Booths.—Usually built of asbestos 
lumber % inch thick on 134- by 1%- and %-inch 
angle iron frame. Iron booths are now obsolete. 
Where the equipment is permanent, tile or brick is 
Ventila- 
tion: Metal pipe should extend to outer air (not to 
attic). Hand-operated machines: The operator is 
always at the machine, and therefore can readily de- 
tect any mechanism which might go wrong. If the 
machine 1s electrically driven it may run wild, the 
film become clogged, and before the operator could 
shut down the machine many feet of film may be 
burned. Machines should be fastened to floor to pre- 
vent tipping them over. Autoinatic shutters on ma- 
chines are to shut off rays from the arc lamp when 
machine stops, and thus prevent ignition of the film. 
The upper magazine in the machine holds the film being 
shown, which is run through a thin slot to a lower 
magazine, where it is wound up. These slot openings 
are just large enough to accommodate the film. Arc 
lights at machines should be enclosed in metal box 
lined with asbestos. Careless operators are responsible 
for most of the fires in picture booths. Extinguishers 
and sand pails are required in booths. 

Monotype Machine.—Used by printers for casting 
and setting up lead type in single letters. First a key- 
board is used, where the different styles of type, 
spacing and alignment are indicated by perforating 
a roll of paper. This paper roll is put in the casting 
machine. 
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SAFE 


SOUND | 
SOUND ariye COllins Farm Mortgages 





Before buying Farm Mortgages, investigate the record of the company 
offering you these securities. 


Has the concern promptly paid every loan and interest coupon when 
due? And how long has the institution been in business? 


Assured safety is the result only of practical knowledge and many years’ 
experience. 


If you are looking for 100 per cent. Safety, invest your funds in Collins 
Farm Mortgages. They yield 7% interest with proven safety. 





They assure you of a maximum rate of interest consistent with absolute 
safety for ten years to come. 


Select Today your Investments of Tomorrow. 


How many stocks or bonds which, five or ten years ago were regarded 
with favor, are worth par today? 


History repeats itself. 


Farm mortgages during the most trying days of the world war proved 
to be the only security which was always worth 100 cents on the dollar. 
They always will. 


The Collins Service is based on over 36 years’ successful experience 
and offers you complete protection. 


Our Basic Industry—in fact, the backbone of all industries, is Agri- 
culture. 


Collins Farm Mortgages are backed by the most dependable agricultural 
sections of the Southwest, where diversified crops preclude a total loss. 


Our booklets will convince you of their superior dependability. <A 
postal card will bring them to you. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers’ 
Association of America 


Sales Office: 727 Monadnock Block, Chicago 
Home Office: Oklahoma City, Oklahoma 
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U. S. COMMERCE CHAMBER 





Complete Program For Two Day 
Meeting Announced 





PRESIDENT EDSON S. LOTT TO SPEAK 





Marine Insurance and Taxation to Be 
Taken Up Fully 


The Chamber of Commerce of the United 
States has announced the completion of the 
program for the two insurance group meetings 
to be held April 27 and 28 at Atlantic City as 
part of the program of the ninth annual meeting 
of the Chamber. The Program follows: 


APRIL 27, 1921 


Chairman—James S. Kemper, chairman Insurance 
Department Committee, United States Chamber of 
Commerce, president Lumbermens Mutual Casualty 
Company, Chicago, IIl. 

Secretary—M. B. Trezevant, manager Insurance De- 
partment, United States Chamber of Commerce, Wash- 
ington, D. C. 

1. Some States have taken over entirely the func- 
tion of writing certain kinds of insurance. 

Topic—Private Initiative Versus State Monopoly. 

Speakers—Edson S. Lott, president United States 
Casualty Company, New York; J. C. Adderly, presi- 
dent Integrity Mutual Casualty Company, Chicago, III. 

2. The fact that a concern carries insurance on 
plant or stock, or on the lives of executives in favor 


of the corporation, or is protected by workmen’s com- 
pensation or liability insurance, fidelity bonds, etc., or 
has fire prevention devices, has an influence upon 
credit. 

Topic—Insurance as a Credit. 


Speakers—Peyton Bethel, president Falls City 
Clothing Company, Louisville, Ky.; chairman insur- 
ance committee, National Credit Mens Association; 


C. A. McCotter, secretary Grain Dealers National 
Mutual Fire Insurance Company, Indianapolis; treas- 
urer National Association of Mutual Insurance Com- 
panies. 

3. Owing to the enormously war-expanded Ameri- 
can merchant marine the demand for adequate marine 
insurance, preferably in American companies, became 
imperative, if the Government were to get out of the 
insurance business. In this the Federal and State 
governments have a further responsibility. 

Topic—Government and Marine Insurance, 

Speakers—Prof. S. S. Huebner, Philadelphia, ex- 


pert in insurance to House committee on merchant 
marine and fisheries and United States Shipping 
3oard; Burton Mansfield, Hartford, Conn., Commis- 


sioner of Insurance for Connecticut. 
APRIL 28, 1921 
1. Taxation. 
A—Henry Moir, 
Life Insurance Company, 
Ekern, attorney, Chicago, 
missioner of Wisconsin. 
B—Discussion, thirty minutes. 
C—At close of discussion vote on following propo- 
sitions: 
1. Should there be an increase in the income tax? 
2. Should there be a sales tax? 
3. Should there be a resort to loans? 
2. Tariff Policy. 


vice-president and actuary Home 
New York; Herman L., 
Ill., former Insurance Com- 
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export trade as well 
as to the protection 
of manufacturing 
in the United 
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now a creditor na- 
tion alter our tariff 
policy with respect 
to protection? 

3. Should the 
United States tariff 
offer trading or bar- 
gaining possibilities 
for international 
commercial treaties 
to encourage our 
export trade? 

4. Should the 
United States tariff 
be liberal in its 
provisions, in view 
of our desire for 
liberality of tariff 
on the part of other 
countries? 

The purpose of 
this group meet- 
ing is primarily 
educational, or, in 
other words, to 
secure a frank 


and open discus- 
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sion of questions involved. The vote taken will 
in no way commit the Chamber of Commerce 
of the United States, but will be considered as 
counsel and advice to the board of directors in 
action it may take with respect to submitting 
the questions involved to a referenum vote. 


APPRAISALS IN ADJUSTMENTS 
How Appraisals Benefit Buyers and Sellers 


of Insurance 


It has long been claimed that there are many in- 
justices done in the adjustment of claims for insur- 
ance indemnifying for losses by fire. Sometimes the 
injustice is done the insured, but probably more often 
it is the insurance company which suffers. Doubtless 
in a great many cases an appraisal of the insured 
property prior to the fire would conduce to a more ac- 
curate adjustment and settlement of insurance claims, 
and therefore be more satisfactory to both the insured 
and the insurer. 

The fire insurance companies, agents and brokers, 
as well as property owners, are beginning to recognize 
the value of an accurate, high-grade appraisal of in- 
sured property as being one of the best means of 
avoiding disputes and possible litigation following a 
fire loss. 

However, an appraisal must be made in such a 
manner and by such reliable parties that its value as 
an accurate record of property and the value thereof, 
upon proper standards, will be accepted by all who 
are financially interested. The standard for ap- 
praisals which insurance companies will regard as 
béing accurate enough to adjust losses upon must 
necessarily be high, and the factor of depreciation 
must be arrived at by some process other than the 
mere judgment of the employee of the appraisal com- 
pany doing the field work. 

Some time ago John J. Thomas, secretary-treasurer 
of the Lloyd-Thomas Company, Chicago and New York, 
wrote a series of articles which have been reprinted 
in the pamphlet entitled “What the Business Man 
Should Know About Fire Insurance.” He analyzed 
the insurance situation, discussed the standard form 
of policy and riders attached thereto, gave considera- 
tion to rates, hazards, coinsurance and adjustments, 
and told of methods of treating valuations and de- 
preciation, with suggestions on how to co-operate with 
the insurance agent. One of the chief purposes of 
this pamphlet is to so inform the insured that he 
will comply strictly with policy conditions, thus 
not only protecting his own interests, but makng any 
possible adjustments of loss easier and more correct. 

Buildings and equipment have normal average lives, 
but in cases of individual structures these vary in 
length, according to the uses and abuses to which 
they are subjected. An experienced appraisal com- 
pany, with records amassed through years of experi- 
ence, indicating the costs and life of materials, is in 
a good position to closely estimate depreciation and 
actual present values in a way which will meet the 
insurance requirements satisfactorily. 

Naturally, the integrity of the organization making 
such appraisals must be beyond criticism. One such 
appraisal company takes the ground that an organiza- 
tion of that kind that pays commissions to agents 
and brokers for their recommendations and good will 
at once places itself in the position of acknowledging 
allegiance to others than its clients, and might, there- 
fore, be charged with disloyalty to its customers, and 
it, therefore, frowns upon any such entanglements. 

The fire insurance companies may yet come to 
a point where they will regard it as a helpful fea- 
ture to the business in general, both as tending to 
enable the insured to be thoroughly protected and as 
conducing to fair adjustments, to recommend the 
preparation of standards for appraisal and the selec- 
tion of reliable appraisers, whose valuations they are 
willing to accept in adjustments. It is evident from 
the experience of most fire insurance adjusters that 
there is too much guesswork and uncertainty in con- 
nection with the average adjustments of fire losses. 
There are many jump settlements and compromises, 
which, had the insured had his property appraised 
before the occurence of a fire, could have been avoided, 
and in place thereof reasonably accurate adjustments 
could have been made. With an advance appraisal, 
made along standard lines by trustworthy appraisers, 
many an argument; dispute or lawsuit could be pre- 
vented; 





What the Business Man Should Know 
About Fire Insurance 


Under the above title John J. Thomas, of the 
Lloyd-Thomas Company, Chicago and New York, has 
issued in pamphlet form his several articles bearing 
the following titles: The Insurance Situation; the 
Standard Form: the Rider Form; Rates and Hazards; 
Adjusting the Fire Loss; Valuation and Depreciation, 
and How to Co-operate With the Agent. Agents and 
brokers desiring to read this valuable pamphlet may 
secure copies thereof for the asking from the New 
York office of the company, recently established at 
75 Fulton Street, in charge of S. D. Levings. The 
Lloyd-Thomas Company also issues a booklet entitled 
“Do You Know How to Protect Your Rights Under 
Your Policies?” 
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Ohio Farmers Insurance Co. 
LeRoy, Ohio 
ORGANIZED 1848 
Financial Statement December 31, 1920 
NEW YORK BASIS 
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ASSETS 

Rae ONE it cliente cen Sw Riswe tars ave 2a $ 224,495.25 
Parst Mortgage Tjoans..,.. 666.6 6..66s tees ees’. 2,306,670.00 
CATS Tab OSS ae ee ae a 194,665.00 
ORS SSE a oe ne re 469,975.00 
Municipal, County and School Bonds, Market 

Re ete cha pees tains aot hes ususdoiwenstonsier 690,258.94 
C. & P. R. R. Betterment Stock, Market Value. 18,750.00 
The Little Miami R. R. Stock, Market Value.. 18,750.00 
Sundry other Stocks; Market Value BS A Mala 6'is a S05 6,660.00 
Interest due and accured Pe te eta ths teria ob bie kaavs 64,388.97 
Cash in Company’ s Office and in Bank. ’ 723,306.19 
Uncollected Premiums not over three months due 395,592.85 
Due from other Insurance Companies.......... 23,344.60 


$5, 136,856.80 





LIABILITIES 
Net Amount of Unpaid Losses and Claims..... $ 226,190.54 
Reserved for Unearned Premiums............. 3,624,894.86 
Federal, State and Other Taxes and Expenses. . 57,329.51 
Reserve for Emergencies........ $ 125,000.00 
STS E OTIC nh ere aera 1,103,441.89 
Surplus to Policy Holders........ $1,228,441.89 


$5,136,856.80 









WHEN YOU THINK OF GRAND RAPIDS 


Nearly every large city in the United States 
and many small ones are known for some special 
industry. For many years Grand Rapids, the 
home of the Peninsular Fire, has been famous 
for its furniture products. 

To fire insurance men, however, the city of 
Grand Rapids is now more than a furniture 
town. Mention its name and they will im- 
mediately think of the Peninsular Fire. The - 
company has made rapid strides toward a posi- 
tion of prominence in the insurance world. 
This is because it is able to offer its clients and 
pa i pcatca agents attractive service plus the assurance of 

financial strength and sound growth. 


Fire—Marine—Automobile—Tornado—Hail—Farm Property 


The Peninsular Fire Insurance Co. of America 


COLON C. LILLIE J. FLOYD IRISH 
President Secretary and Managing Underwriter 























































EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thos, F. Daly, President DENVER, COLORADO 








Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter 


The Inter-State Fire Insurance Co. 


OF DETROIT, MICHIGAN 
(406-412 DIME BANK BUILDING 


PRaRB RUINS 9. cs0/6 a/eYeialaia a sisie oie bic isis otarspicta sielaisieioieis e elelesieis els $530,140.65 
miaie'yi onl el a(n everszat eis 469,022.68 


















Cn a cree Aner $61,117.97 
SURPLUS TO POLICYHOLDERS................... $320,267.97 





AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 





















YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 








Address P. L. care of THE SPECTATOR, Box 1117, 
New. York City. 









Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 




















HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 
FOR AGENCY APPLY TO | 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 




















THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 
Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sic 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Bina M. West, Miss Frances D. Partridge, 
Supreme Commander, Supreme Record Keeper, 
Port Huron, Michigan Port Huron, Michigan 
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MISSISSIPPI CASE DRAGS 


Agents Seek to Arouse Public Senti- 
ment 








ADEQUATE COVERAGE IMPOSSIBLE 





Anti-Compact Suit Shelved Until June, 
Advices State 

The Mississippi Association of Fire Insur- 
ance Agents is taking vigorous steps to arouse 
public sentiment in that State to the precarious 
condition brought about by the failure of the 
fire companies to renew licenses on March I. 
The anti-compact suit is dragging itself along 
in the Hinds County Chancery Court, and is 
scheduled to come up for hearing on its merits 
at the session of that tribunal, to be held in 
June. Meantime, months will elapse before 
final decision is reached, as there is a proba- 
bility of the case ultimately being taken to the 
United States Supreme Court. Fire policies 
are expiring, and it is impossible to get ade- 
quate coverage. To the layman mind, this 
does not seem an accomplished fact, and it is 
just this that the fire underwriters are seeking 
to establish in the public mind. 

One measure of quick relief is possible. 
The Governor might call a session of the State 
Legislature, and appeal to that body to repeal 
existing statutes antagonistic to the fire com- 
panies, and to enact such new laws as would 
induce them to re-enter Mississippi. If not 
actually in sympathy with the anti-compact 
suit, Governor Russell is at least oblivious to 
the existing crisis, and the fire underwriters 
are seeking to get a petition before him from 
the people of the State, urging him to call the 
legislature. 

If the Association of Insurance Agents is of 
the opinion that it has the solid support of the 
commercial organizations throughout the State, 
it is mistaken. A representative of THE SpEc- 
TATOR interviewed R. H. Douthat, secretary of 
the Commercial Club of Yazoo City, recently, 
and was surprised to learn that Mr. Douthat 
likened the attitude of the insurance companies 
to the telephone companies who are seeking to 
raise their rates in Mississippi. Mr. Douthat 
is leading in a bitter fight against the increased 
rate, and stated that he thought the insurance 
litigation was a parallel case. When his atten- 
tion was caHed to the fact that it had cost the 
fire companies more than 100 per cent to do 
business in the State during a period covering 


sixteen years, Mr. Douthat questioned the 
accuracy of the statistics on which this state- 
ment is based, and ventured the prediction that 
all of the companies would soon re-enter Missis- 
sippi, for the sole reason that they had made 
money in the State, and would do so in the 
future. Mr. Douthat is not connected one way 
or the other with the insurance litigation, and 
merely gave the foregoing as his opinion. 

H, H. Weir, president of the Mississippi 
State Federation of Labor, has expressed the 
hope that Governor Russell would call the legis- 
lature into special session in the near future, 
in order to get the insurance tangle straight- 
ened out. Mr. Weir calls special attention to 
the delay that the insurance situation is bring- 
ing to the home building campaign that was 
authorized at the Vicksburg, Miss., convention 
of organized labor. 

The United States Farm Loan Bank of New 
Orleans had announced no change in its pro- 
gram to call such part of its Mississippi loans 
as is based on fire insurance, at the expiration 
of the policies, 


Ohio Farmers of Le Roy 


Remarkable progress was made in 1920 by 
the old Ohio Farmers Insurance Company of 
Le Roy, it having written more than $3,300,000 
of net premiums, upon which its loss ratio was 
less than fifty per cent. This sum represents 
an increase in 1920 of over $800,000. The 
company closed the year with $5,136,857 of 
resources, chief among which are noted $2,306,- 
670 of real estate mortgage loans; $723,306 of 
cash; real estate worth $224,495; collateral 
loans, $194,665; United States Liberty bonds, 
$469,975; municipal, county and school bonds 
valued at $690,259; a few stock holdings, in- 
terest and uncollected premiums. 

The principal liability is the unearned 
premium reserve, $3,624,805; and after caring 
for all other liabilities, there remains a surplus 
to policyholders of $1,228,442. F. H. Hawley 
is president and W. E, Haines is secretary of 
the Ohio Farmers, which has a fine and well- 
founded reputation throughout the country. 


—The Bentley and Waterman General Agency of 
San Francisco, representing the Glens Falls, have 
appointed V. L. Vail as special agent for Southern 
California. Mr. Vail has been engaged in insurance 
in the Southern California field for over twelve years 
and is considered a vatuable addition to the Bentley 
and Waterman General Agency. 


GLOBE AND RUTGERS QUITS BOARD 


Appoints Booker & Kinnaird Its Louisville 
Agents 

The withdrawal of the Globe and Rutgers 
from the Louisville Board of Fire Under- 
writers and the transferring of its agency to 
Booker & Kinaird, a non-board agency, was an- 
nounced early this week. 

The move was not unexpected in insurance 
circles, according to George Burkley, president 
of the Louisville Board, who believes that it 
will not cause more than a flare up of the old 
fight; it is doubtful whether it will receive 
more than passing notice. The Globe and 
Rutgers is said to be the third largest com- 
pany in America and has total of $42,000,000 in 
assets. Booker & Kinniard, besides being the 
representatives of the Firemens, also have 
the general agency of the Royal Indemnity 
Company. Despite difficulties the Louisville 
Board of Fire Underwriters has the strongest 
membership since its foundation in 1854, Mr. 
Burkley said. 

Vice-President Candee of the Globe and 
Rutgers confirmed the report from Louisville 
that the company had appointed Booker & 
Kinnaird its agents. He said that it had not 
formally left the board, but if its new agents 
are out of the board it necessarily is out also. 


R. P. Barbour to Conduct Insurance Course 
at Columbia 

Robert P. Barbour, secretary of the North 
British and Mercantile Insurance Company 
and allied companies, is to co-operate with 
Columbia University in a course in fire insur- 
ance to be given during the winter term of the 
year 1921-22, Ralph H. Blanchard, who is in 
charge of the insurance work at Columbia, 
will conduct the first part of the course cover- 
ing the fundamental principles of the business. 
He will handle the second part of the course, 
devoting himself to the practical application 
of these principles in the conduct of the in- 
surance business. 

Mr. Barbour is the author of “The Agents 
Key to Fire Insurance,” published by The 
Spectator Company. 


—‘“Structural Defects Influercing the Spread of 
Fire” is the title of a pamphlet issued by the National 
Fire Protection Association and prepared by the com- 
mittee on manufacturing risks and special hazards. 
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“A NEW YORK SERVICE 
FOR NON-RESIDENT AGENTS” 


Jewelers’ floaters, insurance against forgery, 
rain or snow insurance, automobile finance 
propositions and other special covers are just a 
few of the problems confronting the local agent 
today. On all such unusual forms of coverage 
as well as in the customary fire and casualty 
lines, WE CAN SERVE YOU EXPERTLY. 


The GOTHAM Agency 


102-104 Fulton Street New York 
W. F. MURPHY General Manager 


THE GOTHAM AGENCY undertakes to serve the local 
Agent as HIS New York Office—in one of the two great 
world markets for placing insurance. 

A DEPARTMENT IS MAINTAINED to solicit lines for 
the Agent from New York brokers controlling Fire and 
Casualty business in agent’s territery. 

THIS OFFICE DOES NOT TRANSACT A DIRECT 
BUSINESS with the assured. 
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Send for our service agreement which outlines UNITED STATES BRANCH L 
our plan in detail. 110 WILLIAM STREET, NEW YORK, N. Y. 
L HORATIO N. KELSEY, MANAGER r 














North American National Insurance Company 


Des Moines, Iowa 





Assets, $910,670.66 
Lines Witten: 


Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 
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NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave., Detroit, Mich. 72 Kilby Street, Boston, Mass. 





W. P. RAY, Special Agent 


FRANK G. DELA HUNT, 
Terre Haute, Ind. 


Special Agent 
726 Racine Street, Milwaukee, Wis. 









C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 











Stability—Permanency—Protection 
THE PRAETORIANS, DALLAS, TEXAS 


Scientific Life Insurance. 


10-20 Pay-Cash & Loan Values. Double Payment, Accident 
and Disability Provisions 16 to 55—men and women. 


Net Assets covering full Reserve Required by Law and in 
addition thereto a Surplus, 


Attractive Contracts for hustlers. 


C. B. GARDNER = = President 




















THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 
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New York Department: 


57 and 59 William Street 


IMA G.c.LWAINE, Jr., Manager 


INSURANCE CO, 
LTD 
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SALARY AND COMMISSION 


To travelling Special or high grade Local Agents, in Indiana and Michigan, who want 
the best there is to sell, in the Accident and Health line, to the Preferred class of risks. 
Principal Sum $5,000.00 with $25.00 a week for any disability. Premium $10.00 per 
quarter. Home office connection with thoroughly experienced men who not only 
know how but do co-operate. 


INCOME GUARANTY CO., South Bend, Indiana 








THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 
of New York 


47 Beaver Street 
N.Y. 
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Do Your Clients Know? 


how the proposed changes in the 
inheritance tax laws of some 
twenty-five states will affect them? 


Almost without exception these 
changes are increases in the rate 


To avoid this your clients should 
take out additional life insurance 
sufficient to cover these increases. 
This will furnish the cash necessary 
to pay these taxes and leave the 
estate unimpaired. 


will appreciate this service, and 
the additional insurance they take 
out will swell your commission 
check. 

Inheritance tax insurance is one 
of your best means of developing 


of taxation. Inheritance taxes 
are being turned to as a greater 
source of revenue than in the past. 
Your clients may own stock in 
companies incorporated in one or 
more of these states. 


means of the 


In that case their provision for 
inheritance taxes have become in- 
adequate. 
good portion of them, may have 
to be sacrificed to meet these 


| 
l 
l 
: 
increases. i 
[ 
| 
I 
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Their estates, or a 








PRENTICE-HALL, INC. 
70 Fifth Avenue, New York 





This is where you come in. By 
Prentice-Hall In- 
heritance Tax Service you can 
inform your clients immediately of 
all increases in the tax rates. They 


Prentice-Hall, Inc., 
70 Fifth Avenue, New York. 


business. 

Booklet 132 shows how the 
Inheritance Tax Service will in- 
crease your sales. ‘The coupon 
below will bring it to you. 


MAIL THIS COUPON TODAY 


I want to know how your Inheritance Tax Service will help me sell insurance. Without 
placing me under obligation, please send me Booklet 132. 


GNIAR oc, eer etaxs os hs cor 








THE GREAT-WEST LIFE 


Policies have been considered the best obtainable by a sufficient number of persons 
to give the Company—for thirteen successive years—the distinction of writing the 
largest paid-for Canadian Business ofall the Canadian Companies. 

This is one good reason why active Life men—looking for a chance to broaden— 
should enquire into the opportunities offering with 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office, Winnipeg. 








SALESMAN OPPORTUNITY 

so set wee come Siete ate steak out tone aateomen to sell our 6% 
reterre ock, our 

Real Estate Bonds, and our 5% pall Me ot. — viens 

Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 














THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 











THE ACCUMULATION POLICY 


is a combination of insurance and investment in a new sense, 
as it provides for increasing benefits each year—in reality, a 
Contingency Fund that will be available for the purchase of 
extended insurance, or which may be withdrawn (without in- 
terest) in event of an emergency. However, any amount re- 
maining in the Accumulation Fund at death will be paid to the 
beneficiary as additional insurance. 


Specimen rate: Age 35 $31.90 per $1,000.00 
Salesmen—This policy has no competition. 


NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 














SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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LENGTH OF DAYS 


What Insurance Soliciting Gives and 
Millions Cannot Buy 


A HEALTHFUL TRADE 


A Dyspeptic Who Was Dropped From His 
High Stool and Whose Name is 
Not on a Tombstone 

The white-haired but ruddy-faced old in- 
dustrial solicitor leaned back in his office chair 
and said to a younger agent who had asked 
him how he felt, “Fine! Never felt better in 
my life. And when I took to the trade of the 
leaflet and the collection book that was one 
of the things I didn’t take into account.” 

“T was a thin, dyspeptic office man,” went on 
the solicitor. “And the concern where I was 
a head bookkeeper. took a tumble, and my 
doctor said as long as I had to look for a 
new job, I’d better find one that would keep 
me outdoors considerably. The doctor sug- 
gested farming. But to buy a farm you have 
to have a lot of money, and that was just the 
thing I didn’t have. A friend suggested sell- 
ing things. He wasn’t clear about the kind of 
things, but the idea looked good to me. So 
I decided to sell something. 

“Then, one day, I ran across an advertise- 
ment in my morning paper. You’ve seen the 
kind. ‘Wanted a man capable of earning 
‘five thousand a year. Special employment of 
a very high class. Future opportunities and 
income only limited by a man’s ability, pluck 
and energy. No office employment. Connec- 
tion with one of our greatest financial corpora- 
tions.’ 

“So I applied. And when I heard that the 
job was soliciting life insurance and soliciting 
life insurance on the weekly and monthly pay- 
ment plan, say, I hit the door almost on the 
tun! But I did take with me a lot of literature 
which the chap who advertised unloaded on 
me. Among the stuff was a slip that was 
headed, ‘What Some of Our Agents Are Earn- 
ing!’ The amounts were so dazzling, that 
the thing looked to me as if the writer took 
first prize as a liar. But then I knew the name 
of the company stood for a mighty big con- 
cern, and one day I hit the main office and 
talked with an old guy who sat at a big ma- 
hogany desk and showed prosperity as plain 
as a copper shows his buttons. 


Ir Was TRUE 
“Ts all this true?? I asked, handing the 


old chap the slip. . 
““All but the names,’ replied the chap. “Our 
successful agents prefer that their personal 


matters should not be publicly advertised. 
But the incomes are just as is stated.’ 

“Do you think there’s really a chance for 
a fellow who knows as little about life insur- 
ance as he knows about navigation making 
a good living? In the end, I mean.’ 

“Say, the old fellow lit in and gave me a 
song and dance that would have convinced any- 
one. He got almighty excited and talked so 
long I thought he would never get through. 
But I must say he had the solid stuff right back 
of his chin-chin. When he had failed in the 
real estate business he himself had taken up 
life insurance. He himself had made good as 
a solicitor, and he said among lots of other 
things, “The very best luck I ever had in my 
whole life was when my business busted. I 
was chucked into life insurance, and you can 
believe me or not, but I say I wouldn’t change 
my business with any chap who wears trousers 
anywhere or even anyone who owns a half- 
dozen motor cars!’ 

“T went home and talked the thing over with 
my wife. Somehow she wasn’t a bit enthusi- 
astic, only she did think I ought to get into a 
business that would take me out of doors a 
good deal. The prosperous old guy in the 
main office had interested me. No wonder. 
He had had heaps of experience in interesting 
folks, and he had got it down so pat you 
couldn’t turn away your ears when he was 
talking. 

A New MANn 

“Yes, life insurance had its hooks into me, 
and I signed up a contract and took the job. 
But, say! it didn’t take me long to discover 
that if I ever joined the crowd whose incomes 
had been put on the slip of paper that was 
handed me I’d have to work about a month’s 
time in every twenty-four hours. And for six 
months or so I didn’t make hardly enough 
to pay car fare. 

“But what kept me on the job was what 
my doctor told me.’ He said I was adding 
about twenty years to my life, and he said 
the years of a man’s life couldn't be figured in 
dollars. Without any doctor telling me I 
could see how the thing was working. My 
dyspepsia was gone, I was always hungry at 
meal times and I could eat anything. I had 
been troubled with insomnia, and I was sleep- 
ing as if I had caught the sleeping sickness. 
As my wife said, ‘You’re not making any 
money, fut as long as we’ve got a little stuff 
left in the savings bank I don’t see it matters 
much. You’re a new man! You don’t look 
the same and you aren’t the same. You used 
to sniff and grumble at what you had to eat. 
All you care about now is to have plenty.’ 

“Then, after a time, I began doing pretty 
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well. I don’t suppose any company will ever 
put me on the list of their big wad agents. 
But I’m everlastingly certain if I’d kept squat- 
ting on a high stool and working a pen I’d 
been in the ground long ago. Somewhere 
there would be a grassy mound and a stone 
with my name on it. 

“I once heard that a money-pulling expert 
who was sick and worth too much to remem- 
ber offered a cold million to his doctor if he 
could keep him alive for the next ten years. 
So I figure that each year of life I’m living 
is worth full one hundred‘thousand to me. 

“And that’s a part of soliciting you young 
fellows never think about. In heaps of ways 
it’s a mighty good trade, and one of the ways 
is that it’s a mighty healthy old trade. Nine 
times out of ten, when you ask a doctor what’s 
the matter with an ailing friend, he’ll tell you 
the chap isn’t one-quarter enough in the open 
air and that he don’t walk enough. And when 
I go up into the mountain country where I 
do my vacationing it’s astonishing how those 
old mountain natives go right on living. You'll 
see men farming that are over eighty, and you'll 
hear of some who are ninety and still doing 
their farm chores. There’s nothing like ex- 
ercise in the open air. But we chaps who soli- 
cit insurance don’t need to be told that.” 


A HEALTHFUL TRADE 

The white-haired solicitor calls attention to 
what is easily noted in all agency offices. In 
any agency office you can find solicitors who 
are seventy or even eighty and who in appear- 
ance, energy and health are men who look and 
seem ten or fifteen years younger. You can 
pick up THe Spectator, and almost weekly 
you will read of the success of an agent who 
has passed the allotted scriptural number of 
years and who is still going—and going strong. 
Healthfulness of work is far more important 
than anything else. And to all the oppor- 
tunities that are open to the industrious soli- 
citor is added length of days. Not only is 
added length of days, but, what is rare among 
old men, healthfulness in the latter years. 

When an agent is discouraged it’s a mighty 
good thing to sit down and do what Robinson 
Crusoe did and check off the advantages and 
disadvantages of your life. And whatever 
there is on the unpleasant side of soliciting, 
there is generally good health on the other side 
of the account. Office workers are men with 
generally a touch of dyspepsia; they are men 
who puff and pant if they walk a mile; they 
are men with overstrained eyes and at middle- 
age are bent of backbone. These things are 
not true of solicitors. As a class they are men 
of rubust health and ruddy of face. And, 



































as has been said, long life is given to them. 
And for most of us a long life is so desirable 
that for those who fear they will not have 
it, and have the money to pay millions or tens 
of millions would be gladly paid for it. 





Remember the House Next Door 

When you opened the door and he smilingly 
held out his hand and said “Mighty glad to 
meet you, Mr. King, mighty glad,” remem- 
ber how you felt? Why, you smiled back, 
and he smiled some more. The air was full 
of smiles. Seemed as if you had known him 
for years. Yet you had never set eyes on him 
before. You asked him to “Come on in.” Then 
he explained his wonderful offer. He im- 
pressed you with the fact that you needed just 
what he was selling. And all for so much 
down and so much a month. Sure you tum- 
bled! So did most every one of your neigh- 
bors. Why not? ’Twas a good offer. But 
his manner did the work. “Fine chap” you re- 
marked to friend wife after he had left, and 
then you wondered where in Sam Hill did he 
get your name. I'll tell you: Next door. 

The real salesman knows his business, and 
never leaves a home without finding out the 
name of the family NEXT DOOR and some- 
thing about that family. He is a new home- 
caller, ALWAYS GOING NEXT DOOR. For 
- years he has studied the psychology of sales 
and he knows that he has more than half made 
the sale if he can call a man by name, and his 
success depends on that and getting into new 
homes. 

You can use this salesman’s plan with profit. 
Like him, you should be constantly getting 
into new homes. If you are not always carry- 
ing your campaign NEXT DOOR, then there 
are many people whose life insurance needs 
are being neglected and there are lots of op- 
portunities for writing business going to waste. 

Every agent should have time to get into a 
new home or two on collection-days. If he 
hasn’t the time, there’s something radically 
wrong with his collection system. By sand- 
wiching new home calls in between collection 
calls he is aiming at greater concentration, 
which in months to come will mean less travel 
to collect the same amount of debit. 

If you collect at 65 Hustler Avenue and your 
next call is at 79, there’s work to be done in 
between. As it stands now, there’s a_ big 
chance for another agent to get a foothold, 
whereas your aim should be to build up such 
a solid front that no other agent could break 
through. Your old policyholders can always 
do a little missionary work for you next door 
and they can help you to connect with theirs, 
the homes in which you do not have business. 

Make it an absolute rule to get into two new 
homes every week. As public benefactors, 
men who spread the message of good, remem- 
ber that in the new homes or the new old 
homes there is the married man who wishes to 
provide an estate for his family, or a monthly 
income, to pay the rent, or to provide for 
the payment of a mortgage, or, if he is a busi- 
ness man, to help his credit or to protect his 
partner, or his wife may need insurance, or the 
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son wants to provide a safe investment, or he 
desires to protect his father and mother, or the 
daughter may want an endowment, as a sav- 
ings fund, or the young children may want 
industrial insurance. 

The new homes should have your attention. 
There are countless thousands of urtouched, 
uncanvassed homes waiting for your cheery 
“Good morning, I’ve come to explain how I 
can smooth out your wrinkles of care and 
worry. I’m here to show you how your wife 
will not have to toil at the wash-tub after you 
have gone, Mr. Man, and to point out how 
your children can be kept at school.” 

The territory is immense. The duty is 
pleasant. The responsibility is yours. Don’t 
dodge the question. Don’t beat about the bush. 
Don’t leave the work for some one else. Go 
straight at it. 

When Mrs. Maloney was arraigned on a 
charge of assault, the Judge, looking at her 
severely, said, “Madam, you are accused of 
throwing a brick at Officer Casey. What have 
you to say?” 

Mrs. Maloney replied, “Yer honor, the charge 
is wrong. I didn’t jest throw at him; I hit 
him.” 

Cut the guess out of work. Stake out the 
field. Go right at the new homes next week 
and every week and you'll make a direct hit 
at results—Prudential Weekly Record. 





Combat Industrial Cancellation Law in 
Kansas : 

The attorneys for the two big life insur- 
ance companies which write industrial insur- 
ance in Kansas are planning an active cam- 
paign from now until the next legislature meets 
to try to obtain a modification of the notice 
rule for industrial policies. Some years ago 
the legislature passed a law providing that 
before a life insurance policy can be cancelled 
a notice of cancellation must be given at least 
thirty days before the cancellation goes into 
effect. The courts and the insurance depart- 
ment have held that industrial policies are life 
insurance and that the thirty days’ notice must 
be sent to the holders of these contracts the 
same as for any other form of life insurance. 

Two efforts have been made to secure a modi- 
fication of the law so that it would not apply 
to industrial policies, but each time the effort 
failed because of the rush of measures at the 
close of the session. It is planned to advise 
the members of the senate who are hold-over 
members for the next session all about the 
proposed plan and when the new members of 
the house are elected to send similar informa- 
tion to them. The companies writing this busi- 
ness are forced to maintain large departments 
just to keep accurate records of the industrial 
policies in Kansas and send out the cancella- 
tion notices. 


Five Pay Days 

You may jot down in your “Make a Note of It” 
as an item of interest to your friends among the 
wage-earners, skilled and unskilled, that instead of 
the usual four months in the year with five Satur- 
days each, the calendar for 1921 gives five, namely— 
January, April, July, October and December, each 
with five “Pay Days,” 
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Celebrated Thirtieth Anniversary With 


Prudential 


Geo. P. Reid, superintendent of the Indus- 
trial Department of the Prudential Insurance 
Company at the San Francisco office, recently 
celebrated the thirtieth anniversary of his con- 
nection with the company with which he began 
as an office boy when in his early teens. In 
honor of the event, Mr. Reid was tendered a 
banquet by his business associates at one of 
San Francisco’s famous cafes. His home office 
was represented by John H. Bricket, assistant 
secretary, and Maurice Johnson, manager of 
Division Q of the Industrial Department. 
Three generations of the Reid family sat at 
the banquet table; the father and mother of 
Los Angeles, who came North especially for 
the event, the guest of honor, and his son, a 
student at the University of California. 





Ten Commandments for Life Insurance 
Agents 
The following should be every life insurance 
agent’s creed: 


Thou shalt not wait for something to turn up. 
While you delay, the other fellow beats you to it by 
turning it up. 

Thou skalt not be careless in dress. A good per- 
sonal appearance is a strong letter of recommenda- 
tion. 

Thou shalt have no exctre for non-production 
There can be no excuse for not getting business, if 
you hustle and show the low cost Prudential policy. 

Thou shalt not be idle, waiting to be told how to do 
business. Do it the best way you can, and you will 
improve with the practice. 

Thou shalt not do anything to lower thy self- 
respect, nor the high standard set by the company. 
As a man is known by the company he keeps, so also 
is a company known by the men it keeps. 

Thou shalt not steal the cther man’s time by being 
late for appointments. He values time, even though 
you may not. Be prompt, keeping engagements to 
the minute. 

Thou shalt not fail to live within thine income. If 
ends don’t meet with seven hours’ work, join them 
with the extra commissions easily earned between 
7:30 and 8:30 P. M. through selling your neighbors 
policies. 

Thou shalt not be too modest or diffident. Blow 
veur own horn, and for you ‘twill prove a horn of 
plenty. It pays in our business to keep in evidence. 
Show the goods. 

Thou shalt not be afraid of the man who represents 
wealth. The company whose representative you are 
has more millions than he ever saw. Brace up! You 
are bigger than you thought. !t makes a man feel big 
when he’s with a big concern. Our company is it. 
We have what he wants. 

Thou shalt not succeed, if a drifter. The other 
company may offer a good-looking bait in an extra of 
some kind, but it is invariably more than offset by 
detrimental features. The dhifter loses force with 
every change, but the agent who uses the motto 
“This one thing I do” wins every time. Stay put! 

Pley fair and give everyone the same square deal 
you want for yourself. ‘Be sincere. Frankness and 
sincerity are generally reciprocated. Cultivate a large 
crop of smiles, remembering that the other fellow pre- 
fers to deal with the man who is uniformly good- 
natured. 


—-Orson Stiles, national field manager for the 
Woodmen of the World, has announced the removal 
of the headquarters of the organization in Kansas 
from Kansas City, Kan., to Topeka. FE. M. Butter- 
field, formerly district manager for the organization 
at Hutchinson, has been named as State manager, an¢ 


will have his headquarters at Topeka. 
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WITH THE PRUDENTIAL 


Vincennes Agents Meet With Super- 
intendent W. C. Scott 


TWO COMPETITIONS IN CANADIAN 
DISTRICTS 





Many Promotions to Assistancies in All 
Parts of Country—Entrants to Higher 
Classes of Prudential Old Guard 


Superintendent W. C. Scott of the Vincennes 
district organized some years ago a $50,000 
Club and at this year’s meeting twenty-two of 
his agents qualified. This was fifty-six per 
cent of the entire staff. The superintendent 
gave a banquet to them and to the assistants 
of his districts, which was attended by a num- 
ber of inspectors and superintendents from 
nearby districts. Several addresses were made 
and a letter from Forrest F, Dryden, presi- 
dent of the company, was read. 

A competition has been inaugurated between 
the Toronto I and 2 districts under Superin- 
tendents G. MacPherson and S. W. Shepard. 
The affair promises to bring Toronto’s pro- 
duction well beyond normal. 

The Western districts of the Canadian di- 
visions have been placed in competition with 
the Eastern district for a period of five weeks, 
both ordinary and industrial to count. The 
Western districts are headed by S. W. Shepard 
of Toronto and W. White of Montreal leads 
the Easterners. The latter are leading in or- 
dinary, but are behind in industrial. 

Superintendent Thomas J. Stewart of New 
York 8 is leading the company in industrial. 
Every one of his assistants is listed among the 
150 leaders of the company. Ten per cent of 
the names on that list belong to New York 8. 

Harry L. Horst of Philadelphia 10 was the 
first agent to receive the merit button, which 
signifies a net issue of at least $50,000. He is 
leading Division D in ordinary. 

The Prudential Old Guagd has been in- 
creased by a number of members and many 
have passed into the higher classes. James 
Butterworth, inspector of Division N, ad- 
vanced to Class H; Michael J. Foley, assistant 
superintendent at Troy, to Class F; Alexander 
Henderson, superintendent at Newburgh, to 
Class E; Michael J. Leonard, superintendent at 
New Haven, to Class E: George D. Reid, 
superintendent of San Francisco 2, to Class 
F; W. G. Bechter, superintendent at Pitts- 
burgh 3, to Class G, and L. L. Walthour, super- 
intendent of Pittsburgh 2, to Class E. 

Class D was enlarged by the following men: 
Ira Jerome, Philadelphia 4; John W. Chubb, 
Chicago 4, and G. R. Gaensslen, St. Louis 2. 

Arthur Devine, assistant in St. Paul, has 
heen promoted to become superintendent of 
Kansas City 2. 

There have been a large number of promo- 

i assistancies from the agency staff. 
larvey J. Backer, Shenandoah, Ia.; Frank 
- Koblitz, Minneapolis; John R. Wheaton, 
linneapolis; Walter H. Kochsick, St. Paul: 
itegory Rottari, Mount Vernon, N. Y.: Louis 


tions to 
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Leblang, Yonkers, N. Y.; John W. Oxenhirt, 
New York 12; Earl C. Beall, Los Angeles 2; 
Herbert G. Boyd, Los Angeles 2; Hugh J. 
Deeney, Portland, Ore.; E. J. Codiga, Sacra- 
mento; Henry Barber, Vancouver, B. C.; 
Walter Dolan, Boston 4, and Harry M. Moore, 
Pottsville, Pa. have all been.advanced to 
assistancies in their respective districts. 


Insurance Has Often Averted Bankruptcy, 
Says Bank President 

That every person in the United States 
should carry life insurance in large or small 
amounts; that the best business men of the 
country have for years insured their lives in 
favor of their business and have saved many 
a concern from during the ad- 
justment period following the death of the 
owner were declarations made by Solomon 
Levitan, president of the Commercial National 
3ank of Madison, speaking before the Madison 
Life recently. Mr. 
Levitan said: 

I speak to you not as an insurance agent, but as a 
The taking of life 
insurance has come to be an investment, just as the 


bankruptcy 


Insurance Organization 


business man,” said Mr. Levitan. 
buying of real estate. There is one difference. The 
price of property may go down. It has its business 
staple commodity. It 
is recognized by the State legislatures and the national 
It is protected by every law and every 
sound and stable. 
The law cannot protect a man from making a fool 
bargain in the buying of It does protect 
the man who wants to buy Only those 
companies who have the approval of the State, who 


hazards. Life insurance is a 


government. 
court decision that will make it 


property. 
insurance. 


stringent laws of the 
State, can sell their insuranze In the vernacular of 
the automobile man, “life insurance is as near fool- 


’ 


comply with the strict and 


proof as it can be made.’ 
You have been told many times how the insurance 
All of this 


appeals to sentiment and is true. But life insurance 


policy protects the widow and the orphan. 
has come to mean more to the business man. Good 
business men take out insurance in favor of their 
obligations are increased. 
TI am 
told that the Mayo Brothers, operators of the world- 


business every time their 
Then in case of death the business can go on. 
famous hospital at Rochester, have purchased good, 
sound securities and invested them, so that in case of 
the death of the famous physicians there would be a 
sufficient income so that their mammoth plant could 
weather the financial storm. That is good business, 
but it is only another form of insurance. Life in- 
surance is as necessary to the average business man 
as his business is. 
Health Great Asset in Writing Insurance 
There is nothing like feeling physically fit at all 
times to make a life assurance agent confident and 
sure of results, and that is the reason why he cannot 
allow his physical become 
The champion athlete may require brawn 
ind some brains, but the life assurance 
agent needs to have good physical health to back up 
his brain power in order to make him sure of himself 
enable him to tackle soliciting difficulties 
Life assurance soliciting is a posi- 





afford to well-being to 
negiected. 


successful 


and to 
without flinching. 
tive pleasure to the man who feels fit and enjoys his 
work. The writer was talking recently with a former 
star producer for one of the big industrial companies, 
who had made a district record which has never been 
heiten. This man, in recalling some of his difficult 
cases of twenty-five years ago, said: “Why, I was 
just crazy about the business at that time; I liked it 
so much. I used to be fond of tackling hard cases, 
and often bet on myself to prove to the other agents 
that the case could be written.” A man cannot ‘talk 
that way about a business from which he retired over 
twenty-five years ago unless he really means what he 
says. To have this enthusiasm. one must have the 
There is no question about it. 
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best of health. 


JOHN HANCOCK NOTES 


Many Promotion to Assistancies 
Reported 


WEEKLY PREMIUM AGENCY 
TRANSFERS 


H. J. Halpin Leads Albany, N. Y., With 
$66,500 Ordinary 


The following have been promoted from the 
agency ranks to assistancies in the district of 
their service: 

Herbert J. Halpin, Boston. 

John E. Callahan, Holyoke. 

Aubrey W. Millet, Malden. 

Walter T. Resms, Malden. 

Frank H. Goetry, Chicago, II. 

Joseph Kaplan, West New York. 

Albert Schmidt (Alton Det.), East St. Louis. 

Mathew D. Breen, Long Island City. 

Agents promoted and transferred were: 
rred L, Jones, from agent at Cincinnati 2 to 
assistant superintendent at Dayton; Domenic 
Pisani, from agent at Pittsburgh 3 to assistant 
superintendent at McKeesport; Alvin O. Wil- 
son, from agent at Cincinnati I to assistant at 
Dayton; George F. Odlum, from agent at New 
3ritain to assistant at New London; Anthony 
J. Cawley, from agent at Detroit to assistant 
at Dayton, and Maurice J. Coleman, from 
agent at Philadelphia 1 to assistant at Trenton, 
N.J. 

Assistants transferred include: George W. 
Brown, from East St. Louis to Dayton; Guy 
E. Holmes, from Meriden to Allentown; 
Dennis F. Lynch, from Holyoke to Taunton, 
Mass. 

Other changes were: Peter S, Mark, from 
agent at New York 2 to application inspector 
and claim adjuster at Newark; John J. Mason, 
from cashier at Waltham to cashier at Quincy; 
Charles W. Hewitt, from clerk at Providence 
to cashier at Waltham; Charles Hlad, from 
assistant casher at Cleveland 1 to cashier at | 
Dayton; Herman Sulzer, from assistant-at- 
large at New York 3 to assistant at Brooklyn 
4: John C. Callaghan, from superintendent at 
Cohoes to superintendent at Troy, N. Y., 
agency; Samuel W. Tomlinson, from superin- 
tendent at Troy to same capacity at Cohoes, 
NY; 

The company determined upon changes in 
the management of two of its New York State 
weekly premium agencies, these taking effect 
March 28, Superintendent S. W. Tomlinson of 
Troy on that date assuming charge of the 
Cohoes district, and simultaneously Superin- 
tendent J. C. Callaghan taking over the direc- 
tion of the Troy agency. 

Changes in the management of two of the 
leading Massachusetts agencies were effected 
last month whereby Joseph Rogers, superin- 
tendent of the Quincy district, was transferred 
to the Waltham district as superintendent. 
C. H. R. Spinney, who has made a remarkable 
record in the Malden agency, has been pro- 

moted to be superintendent of the Quincy 
agency, succeeding Mr. Rogers. . 





A record of unusual merit stands to the 
credit of Herbert J. Halpin. He led the 
Albany, N. Y., agency during 1920 in weekly 
premium production, He also paid for $66,500 
ordinary. 

Frederick G. Woodworth, superintendent of 
the Philadelphia 3 district, although a young 
man, has completed twenty years’ continuous 
service with the company. Mr. Woodworth is 
regarded as one of the best men in the com- 
pany’s service. . 

Robert Clarke, superintendent of the Boston 
agency, was given a remarkable reception at 
the recent Sales Congress, held in Boston, 
when he addressed several hundred industrial 
men representing all the industrial companies 
on “Why I Am an Industrial Insurance Man.” 


Make the Reason Clear 


“Just the same, I can’t see why I should pay 
in advance,” she remarked. 

The agent thought a moment and then said, 
“Well, now, Mrs. Ginness, suppose you ran 
down to the city, would you pay the railroad 
fare after you arrived?” 

“No,” she answered, “and that’s a foolish 
question.” 

“Oh, no, it isn’t. I just want to show you that 
practically all business is done on the same 
basis. You pay for your clothes before you 
wear them and for your food before you eat it. 
It would look funny, wouldn’t it, if we waited 
and paid a claim before we collected the pre- 
miums?’ The business couldn’t stand such a 
system very long, could it? Certainly not. 
Now the company knows that the surest way 
of keeping policyholders protected is to have 
them pay ahead. Your premium receipt book 
tells you this and urges you to pay in advance. 
This plan, according to our experience, avoids 
disappointment, doubt and worry.” 

And Mrs, .Ginness paid ahead. 

The collecting of arrears can’t be done by a 
hammer-and-tongs method. It was never in- 
tended:that it should be done that way. Take 
the debits the country over, analyze them, look 
into conditions closely and you'll find the best 
agents, the best collectors, are the men who use 
the most heart-force, the men who tell their 
policyholders why. 

The world is one big brotherhood. Whether 
in the shop, the mine, the shipyard, the store, 
the office, the army, the navy, among profes- 
sional men or the newsboys on the corners, 
there is a subtle heart-force, a brotherly feel- 
ing, which can always be reached through the 
right channel and which will respond to the 
right appeal. 


New York Life Underwriters 

The regular meeting of the Life Underwriters 
Association of New York was held Tuesday 
evening in the Arkwright Club. Following the 
dinner teams from various offices demonstrated 
the science of approach. The meeting was suc- 
cessful in an effort to seriously study the best 
methods of opening with a prospect. 
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THE INSURING HABIT 


Chapter From “How to Sell Insur- 
ance,” by William Alexander* 


POLICYHOLDERS BEST PROSPECTS 


Agents Should Keep in Touch With Those 
He Has Insured 


It is a truism that the best prospects are 
those who are already insured. And the agent 
who fails to keep in touch with his clients is 
like the man who squanders his capital. 

The policyholder who acquires the “insuring 
habit” benefits the agent and serves his own 
best interests. 

As time goes on a successful man’s resources 
and his responsibilities usually increase to- 
gether. If so he will have both the motive 
and the ability to add one policy after another 
to the insurance which he carries for the sup- 
port of his family or the protection of his 
business. 

The agent can often induce a man to take 
additional insurance if a new policy has been 
introduced by the company he represents, or by 
offering insurance of a kind that the policy- 
holder lacks. For example, if a client’s insur- 
ance is exclusively on some “life” form, he 
may be interested in an income policy for each 
of his children, or an additional policy on the 
endowment form to safeguard his business in- 
terests, or to provide for his own support in 
after life. 

In the special course on life insurance pre- 
pared in 1919 for United States soldiers and 
sailors the part of the course devoted to sales- 
manship emphasizes the importance of watch- 
ing out for the periods in the life of a prospect 
when changes in his circumstances ought to 
prompt him to insure, or to increase the 
amount of insurance already carried. The fot- 
lowing extracts are from one of these lessons: 

“... These changes are of such a nature 
that they result directly in either creating a 
new need for life insurance or in creating an 
increase in ability to pay for it. They are 
changes that bring new responsibilities and 
new obligations, that make people who are 
subject to them need more insurance, and make 
them therefore more ready to respond to a 
good insurance proposition. 

“The man who is newly engaged to be mar- 
ried; the man who has just been married; the 
man in the home where the stork has been, or 
where he is to visit next; a parent dying un- 
insured and the eldest son or daughter having 
to support the family, are illustrations of 
changes that make new needs for life insurance 
by creating new responsibilities in domestic 
affairs, 

“Changes in business or financial matters 
likewise produce new needs for life insurance. 
A man mortgages his house. He insures to 
supply the money to pay off the mortgage at 
his death so that the home will be left clear 
for his family, This need did not exist before 
the giving of the mortgage. 
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“Here is a man who has been promoted. 
His salary is increased. He is. now in a better 
position to buy insurance. Maybe he has been 
canvassed before, but he put off buying until 
now, when he can better afford it. 

“There is a new partnership formed. One 
man puts in the capital. Another man puts in 
the brains, or the experience, or brings to the 
firm a prestige that is a great asset to the 
business. The success of this business part- 
nership depends on both men. . . . . 

“There is the case of a corporation. It is 
run by one man. He energizes and directs the 
enterprise. His life is of great value to the 
concern and to the stockholders. That value 
needs protection by life insurance. 

“These are only some of the changes that 
bring about new needs for life insurance. 

“Another source of prospects is the vast 
class of people who have been neglected by the 
life insurance. agent at the time when the 
changes occurred which would have made them 
readily responsive to a good insurance propo- 
sition. Their need for insurance has not been 
filled, and the resourceful agent will know 
how to bring up the subject at the later date.” 

The man who wishes to provide absolutely 
certain support for his wife or daughter should 
take an “income” policy on the ordinary life 
or limited payment life form. 

If insurance is desired to support two per- 
sons in after life, such as a husband and wife, 
an income policy on the endowment form 
should be selected. 

If a young man wishes to protect an aged 
parent, the best and most economical contract 
is the survivorship policy. 

But space does not permit further enlarge- 
ment on these subjects, You must find out 
for yourself how to fit the policy to the man, 
when to canvass him for insurance, and how to 
select the psychological moment for closing 
the trade. 


, 5: 0. 0. S. 5 


This means the Supreme Order of Salesman- 
You belong to it if your personality is 
After per- 
yourself and in 


ship. 
strong and comes first in business. 
sonality, FAITH—faith in 
humanity. at large. The members of the 
S. O. O. S. realize that real salesmanship lies 
in the appeal to a man’s better instincts, his love 
of family, a desire to protect them and _ hin- 
self in old age, rather than in talking fear to 
him continually and vividly picturing a ceme- 
tery. 


A Five or Ten Cent Application Will Do It 


A five or ten cent application will introduce 
you to a new home. It is an introduction to 
more business, if the proper follow-up is made. 
Write a ten-cent application on the baby and 
then work up to the other members of the 
family. 

Meet some new prospects every week. Take 
good cheer and a smile with you and you'll find 
yourself a welcome visitor. Get into new 
homes. 
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APPEAL TO SENSES 


How to Gain Attention in Unusual 
Manner 


REASONS FOR NON-SUCCESS 


Salesmen Often Fail Because They Merely 
Talk 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











A salesman who represented a correspond- 
ence course of instruction carried with him 
into the presence of a prospect a piece of 
tanned lamb’s-hide with the wool on. That 
was genuine “sheep-skin,” typifying the di- 
ploma of graduation from the course of in- 
struction sold by the salesman. The idea of 
a “sheepskin,” representing knowledge ac- 
quired, was what the salesman wanted to close 
a contract for. 

There was a direct appeal to the sense of 
sight. The prospect at once perceived the strip 
of woolly hide. His vision was “hammered” 
by what he saw, with especial effect because 
the sight was uncommon to him, His atten- 
tion was gained; was compelled to “hold to” 
the idea presented by the salesman. No matter 
what the prospect may have been giving his 
attention to before the salesman’s entrance, he 
was forced to drop the earlier held idea and 
pick up the new impression. 

This was a model method of gaining atten- 
tion, for additional reasons. It fulfilled all 
the requirements of perfect salesmanship in 
gaining attention, which are these three steps: 

First, the attraction of attention to the sales- 
man himself, including what he has on or 
carries. 

Second, the shifting of attention to the sales- 
man’s goods. , 

Third, the further shifting of attention to a 
certain merit of the goods which should ap- 
peal to the prospect. 

Of course, the prospect first noticed the sales- 
man and the piece of wooly leather in his hand. 
He dropped whatever idea he had been holding 
to. Immediately the skillful salesman diverted 
the first attention to his proposition, which was 
not the sale of leather, but of an education. 
And quickly after that the salesman shifted 
the prospect’s attention again, to a certain 
merit of the educational course. He hammered 
at the other fellow’s mind with the idea that a 
sheepskin from the college he represented 
would signify the possession of knowledge of 
very great value to the graduate from the 
course of study. 


REASONS For FAILURE To GAIN ATTENTION 


When a salesman fails in his efforts to gain 
the attention of a prospect, the reason usually 


is that he does not employ any sense appeal; 
he merely talks. Words may be used effectively 
in arousing interest, in inducing the prospect 
to tighten the clamp. But they are of practi- 
cally no value in gaining attention, unless they 
are coupled with direct appeal to some sense 
or senses. And of course, if this appeal is 
made in an unusual way, the effect is rendered 
more nearly certain. 


3efore the salesman begins the actual pres- 
entation of his proposition, we assume that he 
has taken the preliminary steps of preparation. 
He is supposed to know his goods, to have 
prospected as thoroughly as possible, to have 
planned his approach to the buyer’s mind, and 
to have sized-up the buyer in order to deter- 
mine whether the planned approach should be 
used, or some other approach substituted. 
Hence the sense appeal for the gaining of at- 
tention should have been prepared in the sales- 
man’s mind long before he makes it to the 
buyer. Every salesman should have in his 
repertory an assortment of sense appeals, from 
which he can draw at need, according to the 
circumstances and the individual buyer. In a 
flash, after sizing up the buyer, or even before 
entering his presence, the salesman should be 
able to decide on a certain direct sense appeal 
that seems most likely to hit the particular 
prospect hard. And he should have planned 
in advance to employ that sense appeal in an 
unusual manner to make the blow more. force- 
ful when he uses the hammer to compel at- 
tention. ‘ 


Remember that in addition to the five com- 
mon senses, we all have many special senses: 
as the sense of weight, of equilibrium, of 
direction, the tactile sense which tells us 
whether an article is rough or smooth, the 
color sense, and so forth. The salesman should 
learn the whole gamut of the senses and 
should ‘plan to use as many as can be employed 
directly for his particular purpose. Of course, 
different classes of goods have different sense 
appeals. A refrigerator makes an especial ap- 
peal to the sense of cold. A highly polished 
surface impresses with a sense of smoothness. 
Perfume directly hits the sense of.smell. But 
any line of goods or any proposition is sus- 
ceptible of adaptation to many sense appeals. 


DIvERTING Prospect’s Minp To NEw CHANNELS 


As we have perceived earlier in this chapter, 
the prospect is attentive to some ideas when 
the salesman enters his presence. The sales- 
man’s job at this stage is to divert the buyer’s 
mind from his former attention, to a new at- 
tention. Usually it is necessary for the sales- 
man to take the buyer through three successive 
stages of attention. The first stage is com- 
pulsory attention. The salesman must make 
the prospect stop paying attention to some- 
thing else that has been in his mind, and give 
his attention exclusively to the salesman’s idea 
or to the salesman himself. Second, the at- 
tention should become curiosity to some degree. 
It is not enough to startle a prospect. He must 
be made curiously attentive. These two stages 
the buyer passes through involuntarily. At 
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the third stage he should give his attention 
intentionally. This will bring him to the 
threshold of interest. 

But when a prospect is giving his attention 
to something else at the time the salesman en- 
ters, how can the salesman surely divert that 
attention and get it concentrated on the differ- 


ent ideas he wants to impress? It won’t suffice 
to secure divided attention. The mind of the 
buyer must let go entirely of the ideas it previ- 
ously had been holding to. And the salesman 
needs to feel certain that it has let go, that 
he has gained the exclusive attention of the 
prospect. It isn’t enough that the buyer looks 
at him, or gets up and shakes hands. These 
are not proof of attention. The glance and 
the greeting may be absent-minded. The 
salesman requires the prospect to be present- 
minded. 

The senses may be hammered effectively in 
five ways, to ensure attention. If the ham- 
mering is sudden, or intense, or new, or rapid 
in changes, or irregular in impressions—any 
of these five separately or in combination— 
the prospect can’t help paying attention to it. 


IcFFECT OF PHysICAL APPEARANCE ON 
ATTENTION 


If you enter a room slowly, you are not 
nearly so apt to gain attention as you would 
he if you were to come in briskly, suggesting 
suddenness. Unless your slowness is intense or 
novel, it will not get his attention. But if you 
were selling a liniment ‘for sore muscles, you 
might gain attention very effectively by enter- 
ing the prospect’s presence slowly and with an 
appearance of pain. The effect would be espe- 
cially good if you then were to make a rapid 
change to your normal gait and to evidence 
freedom from pain, typifying the quick relief 
afforded by the liniment. There can be no 
question that such sense impressions as these 
hammered on the mind of the prospect would 
gain his attention. The effect would be in- 
creased, the attention would be held to your 
words, if in opening your presentation of the 
liniment you should employ your tones irreg- 
ularly; that is, out of the order in which the 
buyer would expect you to use them. You 
might raise your voice, for instance, when in 
normal speaking it would be lowered. 

This example is merely one illustration of 
the infinite variety of ways in which the senses 
may be directly hammered to gain attention. 
The senses function under the government and 
action of the sub-conscious mind. The pros- 
pect cannot prevent his senses, all of his senses, 
from perceiving impressions with which the 
salesman hits directly at his mind through one 
or more senses. Jf those sense appeals are 
stronger than the hold the buyer’s mind has 
had on other ideas, his thoughts will let go of 
whatever he previously has been giving atten- 
tion to. The salesman will gain his attention, 
to the exclusion of other matters. 

When you analyze your ideas of any subject 
or of any article you know about, you realize 
that your knowledge is made up of many sep- 
arate sense impressions. Analyze what you 
sell, for instance. See how many different 




























use to get complete knowledge 
about it. Make yourself conscious of all 
the senses you employ. Write down the list. 
Fix the number of them, and exactly how you 
have utilized each sense to gain ideas. You 
must be definitely conscious of your use of 
these separate senses because otherwise you 
will not be conscious of the different sense 
blows you can strike to ensure getting the at- 
tention of a prospect. If possible, when you 
are training yourself in selling your line, work 
out ways to appeal to every one and to all of 
the common and special senses of buyers. You 
will employ these sense appeals, not only in 
gaining attention, but all through the process 
of selling. Learn the repertory in advance 
of your need to utilize any part of it. 


senses you 


SALESMAN Uses’ FEXTRAORDI- 


NARY METHODS 


EXTRAORDINARY 


A salesman who is only ordinary in ability 
and skill, is hampered by limitations. Your 
purpose in studying now and hereafter is to 
remove limitations from yourself; so that your 
selling will not be restricted to the effective- 
ness of ordinary methods. Make yourself an 
extraordinary salesman by learning to do 
extraordinary things in selling. But be very 
careful not to become merely sensational, of 
course. Don’t sell as if you were performing 
in a Circus ring. 

You know that no two buyers are exactly 
alike. Therefore, do not make the mistake 
of trying to gain attention by the same methods 
in every case. You need to adapt your sales- 
manship to the particular prospect, at this stage, 
as you should do all through the sale. But to 
aid you in planning to gain attention, you can 
classify buyers in four general groups. When 
you list any individual in the class where he 
belongs, you will have the cue to which sense 
appeals will hit him hardest and most effect- 
ively gain his attention. 


CLASSIFYING THE BUYER 

First, there is the motor-minded man; that 
is, the man on whom hammering by motion 
ideas or impressions will have the maximum 
force. Get his attention by the sense appeals 
of action. 

Second, the picture-minded man. You can 
hit him hardest by showing him a picture. The 
appeal is to his visual senses. 

Third, the tone-minded man. Sound will 
influence him effectively and cause him to drop 
any idea he has been holding to before his 
audience sense was hit. 

Fourth, the balancing-minded man, or 
judicial thinker. Make appeals that will strike 
his weight sense, his sense of equilibrium, his 
sense of proportion; so as to cause his mind 
to start the process of judging between two 
factors. 

Test out your goods or your proposition and 
determine what sense appeals your line can 
make effectively to prospects of these four 
kinds. You know perfectly well that one man 


likes to see a machine in action, and that an- 
other may prefer to study it when it is stand- 
ing still. 
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METROPOLITAN CHANGES 
Leading Superintendents and Agents 


NEW DISTRICT IN NEW YORK 


Appointments in Middle West and New 
England Territory to Superin- 
tendencies 

In the Middle West territory of the Metro- 
politan Life there have been three changes 
among the superintendents. George E. Wysor, 
deputy superintendent at Gordon Park, Cleve- 
land, Ohio, was promoted to be superintendent 
of Mansfield, Ohio. George L. Schram, super- 
visor of accounts for the territory, was ap- 
pointed superintendent of Newport, Ky., March 
21, to succeed Robert Cougill, who was trans- 
ferred to Clifton, Ohio, on the same date, suc- 
ceeding B. L. Graham. 

In the New England territory, Daniel J. Rice, 
field supervisor, was appointed superintendent 
at Rutland, Vt., March, to succeed Thomas H. 
Magner, and Joseph W. Salhanick, deputy 
superintendent at Portland, Me., was promoted 
to be superintendent at Waterville, Me., March 
7, to succeed E. A. Fortier, who resigned on 
account of ill health. 

A new district has been created in New York 
city, known as Greenwich, and Alexander H. 
3ruenn, deputy superintendent, Chelsea, N. Y. 
C., was appointed superintendent March 7. 
Earl J. Adams, supervisor of the Empire State 
territory, was appointed superintendent at 
Fordham, N. Y, C., March 28. 

In the Great Western territory William T. 
Sheehy, deputy superintendent, East St. Louis, 
Ill., was promoted to be superintendent at 
Quincy, Ill, March 14, to succeed John E. 
30emer, resigned on account of ill héalth. 

In industrial gross increase for the year to 
and including the week of April 4 the ten 
leaders were: M. L. Reilly, agent, Bangor, 
Me.; Morris Bassin, agent, Knickerbocker, 
N. Y.; J. O. Raymond, agent, Lewiston, Me. ; 
P. F. Doyle, agent unattached, East Liberty, 
Pa.; C. E. Langevin, agent unattached, Paw- 
tucket, R. I.; John F. Purdy, agent, Oklahoma 
City, Okla.; Barnet Paley, agent, Riverside, 
N. Y.; Roby Hardin, agent unattached, Knox- 
ville, Tenn.; Antonio De Freitas, agent, Taun- 
ton, Mass.; Abraham Dubin, agent, Oakland, 
Il. 

The relative standing of the leading districts 
in the country at large in average industrial in- 
crease per week, per agent, for the year to and 
including the week of April 4 gives the follow- 
ing names among the first ten: <A. W. 
Trethewey, superintendent, Geneva, N. Y.; 
T. H. Arden, superintendent, Taunton, Mass. ; 
J. J. Goff, superintendent, Bayonne, N. J.; F. 
H. Haney, superintendent, Meriden, Conn.; 
A. H. Bruenn, superintendent, Greenwich, N. 
Y.: H. M. Hale, superintendent, Melrose, N. 
Y; Thomas Wood, superintendent, Rochester, 
N. Y.; G, T. Higgins, superintendent, Portland, 
Me.; H. C. Coates, superintendent, Yarmouth, 
Canada; J. W. Maxwell, superintendent, Fitch- 
burg, Mass, 
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The ten leading superintendents and their 
districts in the country at large, exclusive of 
the Pacific coast, in average paid-for ordinary 
business, per month per man, for the year to 
and including the week of March 14, are: 
Adolph Bame, Dearborn, Ill.; W. F. Monahan, 
Englewood, Ill.; L. L. Adams, Westport, Mo.; 
Louis Van Hessen, Salina, N. Y.; Mederic 
Monast, Quebec, Canada; A. H. Wilks, Wyan- 
dotte, Kan.; J. P. Cleary, South Shore, IIL; 
Gabriel Dunkleman, Oak Park, IIl.; Jacob 
Miller, Jersey City, N. J.; Joseph Gross, Shen- 
andoah, Pa, 

The ten leading agents and agents unattached 
in ordinary placed business for the year to and 


including the week of March 14, are: G. E. 
Greene, agent, North Shore, TIIl.; Joseph 
Steigerwald, agent unattached, Chesapeake, 


Md.; A. J. Dubuc, agent unattached, Woon- 
socket, R. I.; B. E. Velisek, agent unattached, 
Garfield, Ill.; Ezra Solomon, agent, Flatbush, 
N. Y.; J. F. Olejniczak, agent, Fillmore, N. Y.; 
George Schamu, agent, New Castle, Pa.; M. L. 


Reilly, agent, Bangor, Me.; Leon Knaster, 
agent unattached, Union Hill, N. J.; A. W. 


Kirnak, agent, Johnstown, Pa. 


Business Dependent on Man Behind It 

The value of a business or other undertaking 
depends not only upon the material assets that 
comprise it, the eligibility of its location and the 
character of the goods it turns out, but is de- 
pendent to a great degree upon the personality 
of the man behind it. 

*It is not an uncommon experience to see a 
thriving enterprise either shrink in value or 
collapse entirely when the personality of the 
man behind it has been removed by the limita- 
tions of life. Then the question arises: 

What can be done to protect against distress 
and privation those who depend upon this per- 
sonality for the maintenance of their material 
welfare? 

The answer is easy. 

Life insurance provides the protection re- 
quired—not only provides it, but does so with a 
certainty, trustworthiness and immediate eff- 
cacy not attained by any other human agency. 

It is therefore not only the duty, but should 
be the pleasure of every man upon whose brains 
and energy an undertaking depends, to avail 
himself of the help of this unrivaled institution 
of life insurance. For in most cases—it is safe 
to say, in almost every case—what is he mainly 
working, striving, planning and delving for, if 
it be not the establishment of a home, with all 
the accompaniments of comfort, education and 
refinement that an ideal home implies? And 
knowing how much the continuance of all these 
things depends upon the continuance of his life, 
is it not fair to presume that he will be only 
too glad to secure that which will, in a measure, 
take his place when life goes out ?—John Han- 


cock Notes. 


The Minnesota Mutual Life Insurance Company 
of St. Paul has made application for admission to the 


Siate of Idaho. 
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$1,371,718 Life Premiums Received in 
Mississippi Last Year 

T. M. Henry, Insurance Commissioner of 
Mississippi, has made public the following 
figures, covering transactions of the life com- 
panies in that State during 1920: 

Premium receipts for the year showed an increase 
of $1,8371,718.46 over 1919. 

Policies issued in 1920 amounted to 32,431, with 
insurance of $79,326,305.65. 

Policies lapsed in 1920, 11,752, covering $26,749,- 
493,92 insurance. 

The net increase for the year was 20,679 policics 
and $52,586,801.73 insurance. 

The total number of policies in force at the close of 
the year in Mississippi were 116,698, with total in- 
surance in force of $263,709,039.88. 





War Risk Pay Ends at Beneficiary’s Death 

Advices from Scranton, Pa., state that Judge 
C. B. Witmer of the United States District 
Court has handed down an opinion in which 
he holds that a beneficiary named in a war risk 
insurance -policy is entitled to all instalments 
due up to the time of his death, but that unpaid 
instalments cannot be handed on to his heirs as 
part of his estate. 

Lorenzo Celletto of Dunmore, while in serv- 
ice, took out an insurance policy for $10,000, 
naming his stepbrother, Patrick Cilleto, as the 
beneficiary. Lorenzo died while in the service 
and his claim was held up for a time owing to 
the difference in the names. 

The war Risk Bureau finally decided that 
he was entitled to the insurance, but by that 
time he had died. Savino Casserello, executor 
of his estate, then brought suit to recover the 
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amount of the insurance already due and for 
the unpaid instalments, which Cilleto had di- 
rected should be sent to his wife in Italy. 


Insuring a Loan 

The popularity of Morris Plan insurance is 
attested by the following letter from the co- 
maker of a note to The Morris Plan Company 
of Albany, the borrower himself having died 
almost immediately after his loan was taken 
out. This insurance minimizes the endorser’s 
risk by relieving him of all liability the mo- 
ment a borrower dies. 


To endorse for a man so that he can borrow $200 of 
The. Morris Plan Bank is assuming a responsibility. 
To have that borrower die within a week is a rather 
startling experience. That is what happened to me. 
My burden of thought was how I could make good 
the loan to the bank. 

You can imagine my relief, therefore. on learning 
that, because this borrower had insured his loan, none 
of the co-makers will have to make it good; for I 
understand, The Morris Plan Insurance Society 
promptly steps in and immediately pays the insurance 
to yeur bank. This lets us out, and I certainly fee! 
very grateful. 

Morris Plan loan service is splendid for poor people, 
and when the insurance service is added to it, it 
makes a system of borrowing which is very near per- 
fection. 

Thank you for your thoughtfulness in having this 
man take insurance to protect this loan. will never 
endorse for anybody unless this is done. 


Haven’t You Said This 

When you got back to the office after failing to land 
a case: ‘‘Why in Sam Hill didn’t I think of such 
and such a thing?” Do you know why you said it? 
Because you didn’t plan the interview in advance. 

A well-planned interview will land the punch dt 
the psychological moment. 

This is the proper order of things: 
call, write. 


Think, plan, 








Ohio Supreme Court Overrides Court of 
Appeals 

That a divorced wife remains the beneficiary 
of an insurance policy, made payable to her 
during her married life by her husband, to the 
exclusion of a second wife made a widow by 
his death, is the effect of a finding last week 
by the Ohio Supreme Court in refusing to re- 
view a decision of the Court of Appeals. The 
widow gained the victory in the Common 
Pleas Court, but lost in the Court of Appeals, 
which held that the first wife was still the 
beneficiary because the policy never had been 
changed at the direction of the husband. 


Second Sales Congress Held at Kansas City 

The second annual one-day sales congress 
of the Life Underwriters’ Association of 
Kansas City, was held April 2, at the Grand 
Avenue Temple, with an attendance of nearly 
1000. The chief speakers were: Orville Thorp, 
president of the National Association; Charles 
W. Scovel of Pittsburgh, Pa.; Barney Pearson 
of Dallas, Tex.; Roy H, Hartman of Des 
Moines, Ia.; R. R. Brewster of Kansas City; 
the Rev. Samuel D. Harkness of Kansas City, 
and Harry D. Wright of Denver. 


Connecticut General Out for Group Insur- 
ance 
The New York office of the Connecticut General 
Life of Hartford advises brokers that the home office 
has appointed a special representative with headquar- 
ters at New York to help them sell group insurance. 
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HE Globe wants Reliable Life agents with experience in ordinary and | 
industrial insurance of good record in Chicago, Chicago Heights, 
Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 

The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’? reached by and through suburban transpor- 


tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’”’ in the industrial branch. 


Can handle men who can write ordinary business. 


ee e 
All policies pay for death and total and permanent disability beneat. 
8,000 p ey total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 
*‘Claims Paid on Sight.”’ 
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THE EUREKA LIFE INSURAN€E COMPANY 
of 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOFIN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 
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TRUST ESTATES 


By W. J. SINcLAR 


Well-to-do men frequently have their minds burdened with the necessity of making 
some fitting provision for those who will survive them. A leaflet published by The 
Spectator Company entitled “Trust Estates” sets forth convincingly the methods 
and advantages of creating a trust fund with a life insurance company to provide an 
annual income in the future. e 

Prices: per copy, 15 cents; 50 copies, $4,00; 100 copies, $6,00; 500 copies, $20.00; 
1,000 copies, $35.00; 5,000 copies, $150.00; 10,000 copies, $250.00. 

THE SPECTATOR COMPANY 


A real business producer. 


135 William Street 
New Yorr 


THER SPECTATOR 


INDUSTRIAL INSURANCE SECTION 








A NEW FIELD BOOK 
CHARACTERISTICS OF THE SUCCESSFUL LIFE INSURANCE SOLICITOR 


The latest work of William Alexander, the well-known life insurance executive and 
veteran writer, for the instruction of life insurance agents, is entitled 


THE PROSPEROUS AGENT 


This new book will appeal to the following classes of agents: 
1. Those who are thinking of entering the life insurance field, and hesitate to take 


the plunge. 

2. Those who have taken the plunge, but are lacking in confidence. 

3. Those who have already achieved some success as life insurance agents, but are 
not satisfied with the progress they are making. 

4. Those who have achieved conspicuous success, but whose ambition it is to become 


leaders in.their profession. 
5. Officers and managers whose duty it is to saa and train agents, and who wish 


to make their selections shrewdly. 

In short, this little book will have great value for all those who are identified directly 
or indirectly with life insurance field work. For it gives an exhaustive list of the char- 
acteristics of the successful agent and tells how those qualifications can best be utilized. 


| PRICES 
Bound in red cloth 


Bound in cardboard 
LIBERAL DISCOUNT IN QUANTITIES 





MR. ALEXANDER’S EDUCATIONAL SERIES 


What Life Insurance Is and What It Does 
Text book, or primer, dealing with the fundamental principles on which all sound 
life insurance rests. 
How To Sell Insurance 
Primarily for the guidance of inexperienced agents. A 7: 

° PECTATOR 
The Art of Insurance Salesmanship* COMPANY 
A series of practical hints on canvassing, to stimulate the thought of both i 135 William St. 
experienced and inexperienced agents. y NEW YORK 


* The third volume of this series will be published in 1922. Please send me 
copies of 


THE 


PUBLISHED BY PROSPEROUS AGENT 
for which I agree to pay 


THE SPECTATOR COMP ANY $1.50 per copy 


Chicago Office 135 William Street 
NEW YORK 
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Marine and Inland Business 
(Continued from page 15) 
Vulean, San Francisco. 413,453 316,738 
Washington Marine, 

New York 855,405 1,351,675 
Westchester Fire, N. Y. 575,044 344,318 
Western, Toronto 831,998 1,103,275 
Yang Tsze, Shanghai... 577,137 484,094 

461,222 208,784 


Yorkshire, York 
162,766,084 109,680,533 





Totals 


*Company reinsured entire liability and continued 
business. 


W. H. Winkley to Manage Boston Board 
W. H. Winkley, president of the New Eng- 
land Insurance Exchange, has been elected 
manager of the Boston Board of Fire Under- 
writers, succeeding H. Belden Sly, resigned. 


N. F. P. A. Nominations 

Nominations of officers for the National Fire 
Protection Association, to be voted upon at the 
annual meeting at San Francisco, June 14-16, 
are as follows: 

President, W. E. Mallalieu, New York; first 
vice-president, H. O. Lacount, Boston, Mass. ; 
second vice-president, W. C. Robinson, Chi- 
cago; secretary-treasurer, Franklin H. Went- 
worth, Boston, Mass.; chairman of executive 
committee, Rudolph P. Miller, New York; ex- 
ecutive committee (for three years), A. T. 
Bell, Atlantic City, N. J.; Rudolph P. Miller, 
New York; Dana Pierce, New York; F. B. 
Quackenboss, Nashville; Jay W. Stevens, San 
Francisco. Nominating committee (1922, three 
members), W. S. Boyd, Chicago, chairman; 
H. W. Forster, Philadelphia; Ralph Sweetland, 


Boston. 











“all kinds of Insurance 
on Automobiles” 


FIRE THEFT 


COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 




















MARINE INSURANCE INCIDENTS 




















MARINE BOARDS MERGE 
National and New York to Become One 
Body 
With the view to eliminating much duplicate 
labor and expense a merger has been effected 
of the National Board of Marine Underwriters 
and the Board of Underwriters of New York, 
which will go into effect on June 1. Both of 
these organizations are among the oldest en- 
gaged in the insurance business in the country. 
The New York Board of Underwriters was 
formed more than a century ago—in 1820, to be 


Pilfering in Argentina Ports Scored by 
Paper 

Criticism has been made in many quarters 
regarding the pilferage of goods at Argentine 
ports, “La Prensa” has made scathing re- 
marks in regard to the alleged disappearance 
of merchandise from a customs warehouse at 
Buenos Ayres. The Government newspaper 
has protested against these insinuations, point- 
ing out that there is ample scope whereby to 
place the responsibility for the loss on the 
shoulders of others than those employed in 





a 











STEAMER West HartTLAND DAMAGED OFF Paciric CoAst IN CoLLisiIon WitH ANOTHER 
VESSEL 


exact—and the National came into existence in 
1882, about sixty years subsequently. The 
former organization at present has about a 
dozen companies using its service, while the 
latter has thirty-six. For years the two boards 
have been operating in practically the same 
field, and much of their energy required to keep 
them in operation has been the same; in other 
words, their labor and expense has been un- 
necessarily duplicated. 

Some time ago a committee was appointed 
by each organization to jointly work out a plan 
looking to an alliance on a basis beneficial to 
both. This joint committee has now completed 
its work, and the consolidation has been 
definitely agreed to. 

E. G. Driver, assistant secretary of the Na- 
tional Board, and Benjamin Merklen, secretary 
of the New York Board, will both be retained, 
as their services will be needed to handle the 
combined duties. 
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the custom house. The “Prensa” says: 


The fact remains that it would be a deal more 
comforting and convincing if the authorities were 
to initiate a determined campaign against what, in 
general terms, we may describe as pilferage in the 
port. The circumstances of some of the losses, which 
have been growing more and more common in the 
case of steamers arriving in this port, have been such 
as to correct the rather over enthusiastic tendency on 
the part of those in power to regard their ranks 
as composed, without one exception, of modern dis- 
ciples of the very founders of integrity. We do not 
say that there are more black sheep in the ranks of 
port officialdom to-day than at any other time since 
the port was first inaugurated, but the stories which 
make the rounds, among those whose direct concern 
it is to trouble over matters such as missing cargo, are 
not in the least reassuring. 


Death of Samuel W. King 

Samuel W. King, for the past thirty-two 
years connected with Chubb & Son, insurance 
underwriters, died at his home in Glen Ridge, 
N. J., on Saturday last. Mr. King, who was 
sixty-three years of age, had spent his entire 
life in the marine insurance field. About 1884 
Mr. King commenced his business career with 
the New York Board of Marine Underwriiers, 
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YOUR STOCK IN TRADE 


Progressive manufacturers strive 
to give their salesmen the most 
complete stock of their particular 
line of merchandise. 





The Lincoln National Life Insurance Company serves 
its agents in the same progressive way. 


The Lincoln Life gives its salesmen the opportunity 
of writing women on the same basis as men and down 
to ten years of age for regular life and endowment in- 
surance. 


Because of the progressive service standards of The 
Lincoln Life it pays to— 


ink UP (wits rue () LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 
Lincein Life Building Port Wayne, Indiana 
Now More Than $170,000,000 in Force. 





























FIFTEEN YEARS OF STEADY PROGRESS 
Indianapolis Life Insurance Company 


Insurance in Force 








1905 $ 325,000.00 
1906 1,281,909.93 
1907 2,158,315.62 
1908 2,344,449.12 
1909 3,037,135.59 
1910 3,760,237.71 
1911 4,451,264.48 
1912 5,756,690.86 
1913 7,011,554.27 
1914 8,655,788.49 
1915 10,231,921.21 
ko be 12,021,820.06 
1917 13,665,053.54 
1918 15,532,346.26 
1919 20,456,374.44 
1920 =27,006,018.90 








RRIRIEIR IMIR oor reise yath cave nies oaGiee Stee eters $9,573,421.20 
Increase in Insurance in 1920..................... 6,549,644.46 
121,704.51 


Dota: eats Chains Paid... ccc ccc ccscnuce 495,735.96 
Total Dividends Paid to Policy holders................. 363,138.53 
TOTAL PAID TO POLICYHOLDERS—Death Claims, 

Dividends, Matured Endowments, Etc............ $1,056,784.63 
GROSS ASSETS OWNED BY AND HELD FOR PRO- 

TECTION OF POLICYHOLDERS................. 2,119,881.71 
TOTAL PAID TO AND INVESTED FOR POLICY- 

SRM eee Ts cet ura ia 5.614, eaib bao eS 3,176,666.34 
PEPOAN ETD HONIIRE NIG occ cnc ccwcscccccccccees 107,169.36 
ADMITTED ASSETS 2,097,890.42 








FRANK P. MANLY, President 
HOME OFFICE 
Indianapolis, Ind. 
Doing Business in Indiana, Illinois, Michigan and Texas 











NOW READY 
THIRTIETH ANNUAL EDITION 


THE HANDY GUIDE 
TO 
PREMIUM RATES, APPLICATIONS AND POLICIES 


HE HANDY GUIDE has for three decades 
been recognized as the standard work on 
premium rates, applications and policies of 

American life insurance companies. 

It has stood the test of time and bears the highest 
possible reputation for completeness and accuracy. 
To the active agent The Handy Guide is an indis- 
pensable part of his canvassing outfit. 

Hundreds of testimonials have been received testi- 
fying to its worth and many of them lay special em- 
phasis on the value of having at hand complete 
copies of the leading policy forms of the several 
companies. 

With the full text of the policy before one there 
can be no question of the exact facts, such as is possi- 
ble where only deductions are made, or condensations 
of the policy conditions given. 

The Handy Guide for 1921 contains data relating 
to 174 life insurance companies of the North American 
continent. That number embraces all the leading 
companies actively competing for business. The 
data are fully up to date and have the official sanction 
of the companies listed. 

Premium Rates are shown in great variety, in- 
cluding the several forms of life, endowment and term 
contracts, together’ with numerous special forms. 
All ages given in the companies rate books are in- 
cluded. 

Surrender Values occupy a large number of 
pages in the book, showing for all ages and for a 
series of years the loan and cash values, paid-up 
policies and extended insurance. This section pre- 
sents more data than can be found anywhere else. 

Policy forms are given in their entirety without 
eliminating any part thereof, so that the user of the 
book can quote the actual phraseology without 
depending upon some other person’s interpretation 
of the several clauses in the modern policy contract. 

The Handy Guide is self-indexing, all data 
relating to one company being brought together. 
This feature makes the work of incalculable value for 
prompt and ready reference. 

Companies should see that their agents are supplied 
with this standard publication in order that they may 
be fully posted concerning the plans of their com- 
petitors. 

The Handy Guide for 1921 contains over 1500 
pages of reliable data concerning life insurance brought 
fully up to date. 

Orders for this book should be sent in at once. 


With thumb index....... $4.35 


Liberal discounts in quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 Wittiam STREET 
INSURANCE EXCHANGE NEW YORK 
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MARINE LOSSES SEVERE 


Several Disasters Reported During Past 
Few Weeks 

Local marine underwriters have recently 
been greeted by the news of several disasters 
on the sea that threaten to fall heavily upon 
the companies with whom these ships and 
cargoes were insured. The “City of Colombo,” 
which grounded near Yarmouth on March 26, 
was reported to be a serious case, but later in- 
formation brings good news to this market 
where the cargo was largely covered. The 
vessel left this port on March 20. But the 
Brazilian steamer “‘Uberaba,” which sank off 
the coast of South America on April 2, and 
is considered a total loss, is reported to have 
hit the New York underwriters pretty hard. 

It was thought that another severe blow had 
been received by the loss of the Spanish 
steamer “Leonita” in latitude 36.24 north, 
longitude 7.30 west, near Gibraltar on March 
15, The “Leonita,” formerly the “Kenwood 
Bridge,” was one of the standard cargo 
steamers, of 3545 tons, built in 1919 by the 
Submarine Boat Corporation of Newark, N. J. 
She is understood to be insured for $750,000 
on a twelve-month policy which expires this 
month. As it would have been open to the 
owners to insure further considerable mounts 
on freights and disbursements, the casualty 
would have been regarded as a quite suf- 
ficiently serious one for underwriters of Span- 
ish risks at one time. 

However, later news showed that the Span- 
ish steamer “Cresalubi,” bound from Cardiff 
for Oporto with coal, has grounded on the bar 
when attempting to enter the Portuguese port, 
and that the Spanish steamer “Guillermo” had 
sunk off Oporto. The “Cresalubi” is an iron 
steamer of 1341 tons, built at Newcastle in 
1881 as the “Tredegar.” The “Guillermo” is 
a different type, being a vessel of 3797 tons, 
built at Glasgow in 1896 as the “Bellaisa,” and 
understood to be now insured for $500,000. 


Pacific States Fire Plans to Enter N. Y. 

The Pacific States Fire Insurance Company 
of Portland, Ore., is preparing to make ap- 
plication for admission to the State of New 
York, according to an announcement made 
yesterday. When it has been formally ad- 
mitted it will appoint the Central Fire Office, 
No. 80 Maiden Lane, as their general agents 
for New York. 


Danger of Shingle Roofs 

One-fifth of all the fires in Topeka during 1920 were 
caused hy sparks falling on shingle roofs. At the 
meeting of the Monday Lunch Club, composed of fire 
insurance field men and agents, the proposition was 
discussed of asking the city commission for legislation 
Which would require fire-resistant or fireproof roofing 
to be used to a greater extent not only as a fire pre- 


ventative, but as a method for reducing the insurance 
rates, 








_—The National Board of Fire Underwriters has 
'ssued new regulations for the supervision and care 
of valves controlling water supplies for fire protection. 
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Memphis Life Underwriters Elect New 
Officers 

The Memphis, Tenn., Life Underwriters 
Association held a rousing meeting at the 
Chamber of Commerce building on the evening 
of April 7. T, B. Hooker of the New York 
Life was master of ceremonies, and presided 
at the dinner served to the members. 

The following officers were elected to serve 
for the fiscal year, beginning April 15: P. M. 
Harper, Missouri State Life, president ; Dorian 
Fleming, Penn Mutual Life, vice-president; 
IX, W. Hughes, Massachusetts Mutual Life, 
secretary; T. B. Hooker, New York Life, 
treasurer. 

The following executive committee was also 
elected: Sam Stout, Connecticut Mutual Life; 
George Phillips, Prudential Life; R. Henry 
Lake, Equitable Life; J. B. Emery, Union Cen- 
tral Life, and Cliff Blackburn, Travelers Life. 


The Manhattan Life’s $100,000 Club 
Convention 

The Manhattan Life agents will hold their 
$100,000 Club meeting this year in Denver, Col., 
August 17-19. The headquarters will be at the 
Brown Palace Hotel. Up to March 1 indica- 
tions are that at least one hundred agents have 
qualified for membership in this club, and as the 
time for production of new business to qualify 
for this trip does not expire until May 31, this 
number will be very largely increased. 

The new business of the Manhattan for 
March showed a splendid increase over pre- 
vious months of the year. 


Central Life Wisconsin Agents Convene 

The annual convention of the field of the Wiscon- 
sin agency of the Central Life was concluded Thurs- 
day, April 7, at the Park Hotel, with G. T. Madison, 
vice-president, O. C. Miller and Secretary T. C. 
Denny of Des Moines on the program. 

Mr. Carlin spoke on “The Presentation of Income 
Policy”; Mr. Miller, “The Central Life as a Com- 
pany,” and Mr. Denny outlined Central Life plans. 
A pep meeting closed the session. 

Talks were given Wednesday morning by W. B. 
Bates, C. M. Kremer and T. Mithus of Madison and 
Mrs. W. J. Webster, Wausau; Mrs. J. F. Stuckert, 
Sheboygan, and J. H. Miller, Fond du Lac. 

The convention opened Tuesday afternoon with an 
address of welcome by A. C. Larson, Madison; T. W. 
Leslie, Racine, made the response. Other speakers 
were G. T. Garlin, Madison; W. J. Webster, Wausau, 
and A. E. Lewis of Eau Claire. 





March Record Month for Shenandoah Life 
The Shenandoah Life had the biggest month in its 
history in March, having written 100 per cent more 
business than it did in March, 1920. The company 
has also written 44 per cent more in the first quarter 
of this year than during the same period a year ago. 
—-There are thousands of men at work for good 
wages. You will make more money going after these 
men than by wasting time worrying about the few 
who are out of jobs, and yet to hear some men talk 
ene might imagine that the whole United States was 
closed down, instead of only the Democratic party. 
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PROVIDENT LIFE CONTEST 


Brooklyn Agency in Lead Has 130 Per Cent 
of Quota 

An interesting agency contest, which has as 
its purpose the writing of new business, re- 
duction of lapses and keeping down of the 
percentage of term insurance between the 
Provident Life and Trust Company of Phila- 
delphia agencies of Brooklyn, New Jersey, 
Philadelphia and New York will terminte on 
Friday. The Brooklyn agency, under the able 
direction of John S. Tunmore, general agent, 
which has held the lead since the second week 
of the eight-week contest, has written 130 per 
cent of its quota. 

Under the conditions of the contest, drawn 
up by E. M. Marshall, assistant actuary, and 
Frank C. Morss, assistant manager of agencies 
of the company, lapses are deducted from the 
new business written, making it necessary for 
each agency to make up any loss of business 
on the company’s books before being able to 
score, 

This plan has the advantage of stimulating 
new business while at the same time keeping 
business on the books, which the company, of 
course, does not care to lose. 

On April 29 about 125 agents from Brooklyn, 
New York, New Jersey and Philadelphia will 
hold a local convention at the Hotel Robert 
Treat. A feature of this meeting will be a 
contest at which representatives from each 
agency will compete in selling a $5000 policy 
to a medically approved prospect. 


Among the Lawmakers 

The Colorado Legislature has adjourned, after pass- 
ing (both Houses) a bill regulating fraternals and 
other companies. 

The whole-family fraternal measure passed the Dela- 
wire Legislature prior to its adjournment. 

\ bill providing for an investigation of all insur- 
ence companies has appeared in the Illinois Legisla- 
ture. 

Both Houses in Iowa have passed a bill to permit 
life companies to invest in faim loan bonds; also one 
prohibiting sale of stock with policies, except com- 
panies now operating on that plan, for present year. 
Biue sky bill passed. 

In the Louisiana constitutional convention measures 
introduced provide for equal taxation and inheritance 
taxation and prohibit income taxes. 

Bills signed by the Governor of Massachusetts in- 
clude those concerning group life and casualty insur- 
ance; defining life insurance companies, and those re- 
lating to proceeds of life and annuity policies and 
valuation of life policies. 

A new Missouri law permits policies up to $400 to 
he written without medical examination. Another re- 
lates to amortization of security values. 

The Nebraska Senate passed the bill relating to 
organization of companies with a proviso against scaled 
contracts for the purpose of using earnings to stock 
the company. 

Before adjournment the New Mexico Legislature 
passed the fraternal child insurance bill; abolished the 
office of Insurance Commissioner; passed a bill regu- 
lating fraternals, and others regulating the writing of 
insurance and taxation of companies. 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 
have a particularly attractive proposition for men with 
clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 





























SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


Insurance in Force 


Over $66,000,000.00 


HARRY L. SEAY, President 


LAWRENCE M. CATHLES, 
Vice President & Actuary 


P. N. THEVENET, Secretary 





MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 


Paid-up Capital $100,000.00 
Admitted Assets Dec. 31, 1920, $307,412.00 


Policies Issued on the Weekly Plan Only 














WE WANT AGENTS 


to push our five=-point-nine policies. 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 
Excellent Iowa territory and liberal 
contracts for men of goodreputation. 


9.9 “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register, Tribune, Bldg.—De Moines, lowa 


































The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 


‘new business can secure positions with ‘the 








Men capable of closing business and training 
new agents or devoting entire time to writing 


undersigned company on salary, expense and 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 





















eneral Accident 


OS) FIRE AND LIFE 


ASSURANCE CORPORATION, Lid 
x/ ©=FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 








REPEAL OF TAXES SOUGHT 


Bill To Be Introduced Shortly in Congress 

The repeal of all the insurance taxes in Title 
IV of the revenue law is provided for in a 
bill introduced shortly after the opening of the 
extra session of Congress by Representative 
Bacharach of New Jersey. 

Mr. Bacharach’s bill would repeal the excess 
profits, the transportation and certain of the 
excise taxes, in addition to those on insurance, 
providing instead of turnover tax of one per 
cent, applicable to all businesses, and a tax of 
ten per cent on the undistributed earnings of 








Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
now in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 


Incorporated 1851. 
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Insurance Sales Letters 


Open the way to real businese—create a keen 
Tealization of the value of adequate insurance and 
Prepare the way for a personal call to close the app'i- 
cotton, More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
Corporation and fire business. An insurance com- 
Pany official writes, ‘“‘Am well pleased with the letters. 

all be able to make effective use of them.” Re- 
quest y@rticulars—ask for folder 11A. 


WILLIAM S, HULL Madison, Conn. 
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corporations, eliminating the credit allowed to 
corporations in the present income tax 
schedules. In applying the turnover tax, an 
exemption of $24,000 a year, pro rated to a 
monthly basis, would be allowed to all persons, 
firms and corporations. 


Indianapolis Life’s Progress 

Another year of progress on the part of the 
Indianapolis Life Insurance Company of In- 
dianapolis, terminated on December 31, 1920, 
when that company had assets of $2,097,890, a 
surplus of $107,169, and insurance in force to 
the amount of $27,006,019. The assets in- 
creased nearly $380,000, while the net increase 
of over $6,500,000 in outstanding insurance 
aided in making necessary the addition of over 
$370,000 to the policy reserve, which now stands 
at $1,865,841, 

The Indianapolis Life issued $9,573,421 of 
new business last year, making a fine record in 
this respect, as well as in other features. It 
has now paid to policyholders over $1,056,000, 
including $363,139 of dividends, which well en- 
titles it to the title, “the policyholders’ com- 
pany.” 

President Frank P. Manly and his associates 
merit congratulation upon the company’s ex- 
cellent and continuous progress, and policy- 
holders and agents also have cause to feel 
gratified with the results achieved. 





Seeks Return of Colonel R. G. Cholmeley- 
Jones 

Colonel R. G. Cholmeley-Jones, whose resig- 
nation as director of the Bureau of War Risk 
Insurance was submitted shortly after the 
change of administration in order that he might 
become vice-president of the Finance & Trad- 
ing Corporation of New York, has been re- 
quested by Secretary of the Treasury Mellon 
to resume that office. 

Colonel Cholmeley-Jones served as director 
of the bureau for twenty-two months, when he 
resigned, and his work as head of the bureau 
had met with almost universal approbation. 





It is not so much what you know that counts, 
as your energy in putting what you know into action 
and finding a market for it. Thus it is that we 
often see strongly-purposed mediocrities holding good- 
paying jobs, while fellows, far more brilliant, but 
less determined, toil for a mere subsistence. 
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LIMITS COMPANY EXPENSE 
Gardner Bill Amending Section Ninety- 
seven Through Assembly 

The assembly has passed Assemblyman 
Gardner’s bill, amending section 97 of the 
insurance law relative to limitation of expense 
of domestic life insurance corporations. 

The Senate has passed the bill of Senator 
Bloomfield’s, amending ‘sections 70 and 71, of 
the insurance law, relative to the organization 
of mutual insurance corporations to do a life, 
health and casualty insurance business, and 
with relation to mutual corporations organized 
for the purpose of insuring against loss or 
damage to steam boilers, etc. 

Among the bills passed by the Senate is one 
of Senator Tolbert’s, amending section 101, of 
the insurance law, by providing that the 
standard life policy shall contain a provision 
that the policy shall be incontestable after it 
has beer in force during the lifetime of the 
insured, for a period of two years, from its 
date of issue. Assemblyman Borkowski’s 
similar measure has been advanced to third 
reading by the assembly. 

The assembly has passed Senator Towner’s 
bill, amending section 100, of the insurance 
law, by extending from fifteen to twenty years 
from December 31, 1906, the time within which 
domestic life insurance corporations shall dis- 
pose of certain stocks or bonds; and permitting 
such corporations to invest in the stock or 
bonds of a foreign country in which they have 
outstanding policies. 

The assembly has passed the bill of Senator 
Towner, amending section 16 of the insurance 
law by authorizing any domestic insurance 
company other than a life company, to invest 
not more than twenty per cent of its capital in 
or to loan such amount on the stock of another 
insurance corporation, carrying on the same 
kind of business, which is incorporated under 
the laws of the United States, or of any State, 
and is transacting business exclusively in 
foreign countries. 


Life Insurance Reserves Cannot Be In- 
cluded in Invested Capital 

Reserve funds of life insurance companies, 
the net additions to which are deductible from 
gross income under the provisions of section 
234 of the revenue law, cannot be included in 
computing invested capital, according to 
amended regulations issued by the Internal 
Revenue Bureau. The like reserve funds of 
insurance companies other than life, however, 
may be included in computing invested capital. 

The American Home Life, Topeka 

The American Home Life Insurance Com- 
pany, located at Topeka, Kan., of which F. P. 
Metzger is secretary, is advertising that it 
can give a fine contract to a real district man- 
ager. It has also good territory for several 
men who are producers, and can give contracts 
that will bridge the gap while starting. 


—Francis Marsh of Boston, general agent for East- 
ern Massachusetts for the John Hancock Mutual Life 
of Boston, has resigned, after forty-five years’ service 
with that company. 
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The Northwestern Mutual Life 
Insurance Company was the 
pioneer in establishing rules to 
protect itself and its agents 
against evils which demoralized 
the business. 


THREE RULES 


For twenty-seven years it has offered a stringent Anti=-Re= 
bate Rule. 


For twenty-three years it has observed a No=Brokerage 
Rule which prohibits the acceptance of business from, or the 
payment of commissions to, other than an agent of the com- 
pany. Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another com- 
pany upon an anti-rebate agreement from him. 


For more than 
years it has ad- 
ent Civil Serv= 
provides that all 
general agencies 
from those al- 
with the com- 


twenty-eight 
hered toits pres- 


@\ ice Rule which 
>) appointments to 


shall be made 
ready connected 
pany and other- 


wise qualified. 


To the literal enforcement of these three rules is attributed, 
in large part, the success, high character and the loyalty of the 
agency force of 


The Northwestern MutualLife Insurance Company 


of Milwaukee, Wisconsin 


Policies that promptly respond to © 
the up=to=date needs of the public 
and proven field programs that result 
in larger incomes to agents make 
this an ideal company to represent. 
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STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


OVER SEVENTEEN MILLION 
DOLLARS IN SECURITIES 


Deposited with Auditor of State of 
Indiana for the Sole Protection of 
Policyholders. 





Good Territory and Remunerative 
Contracts for Men Who Can “Do 
Things.”’ 
On Agency Matters Address 
_ CHAS. F. COFFIN, Vice-President 
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Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 
Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 











A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics of the successful life insurance 


solicitor 
Per copy, card board, $1.00 Red cloth, $1.50 


(In Prese) 





OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamental 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sell Insurance 
Primarily for the guidance of inexperienced agents. 
Price $2.00 


3. The Art of Insurance Salesmanship* 
A series of practical hints on canvassing, to stimulate 
the a of both experienced and inexperienced 
agents. 


*The third volume of this series will be published on or 
about January 1, 1922. 
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TRANSACTIONS OF LIFE INSURANCE COMPANIES OF THE UNITED STATES IN 1920 


The figures presented herewith have been supplied officially to The Spectator Company by the life insurance companies named for the year 1920. 
These statistics are supplemental to those presented in previous issues of THE SPECTATOR, 


1919 are inserted for purpose of comparison. 


The figures for 
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Surplus Total New Business 
Total Admitted (Assigned and Premiums Payments to Total Paid for in Whole Amount Gain in 

NAME AND LOCATION _ Assets Unassigned) Received Total Income hrs Disbursements Year (Includ- in Force Amount in 
OF COMPANY Year Endof Year End of Year in Year in Year n Year in Year ing Revivals) End of Year Force in Year 
Carolina, Columbia, S. C... 1920 302,960 106,838 1,265,869 1,324,126 590,357 pho es re oo 10,084,536 48,230 
1919 258,704 106,495 1,026,196 1,040,828 391,404 993,656 9,735,603 10,036,306 3,921,148 
ues ae Cedar Rapids, 1920 1,214,860 166,071 361,717 421,274 68,705 218,462 3,112,354 12,421,688 2,411,666 
Siam ghacs shale stelaron amore 1919 1,004,396 144,721 300,200 345,538 56,539 182,970 2,868,653 10,010,022 2,309,403 
od Cuan, | || eee 1920 3,454,837 476,854 1,083,471 1,268,827 280,938 703,575 10,914,821 36,055,024 8, 033,533 
1919 2,870,126 449,100 884,492 1,051,195 201,976 525,963 9,214,190 28,021,491 572,507 
Central of U. S. of A., Des 1920 9,874,263 1,042,463 33499,706 3,986,174 821,463 2,218,489 32,674,394 105,726,633 Prop 
MOMS: fae (sclcacasonc: 1919 7,982,899 756,080 2,753,539 3,203,138 937,011 2,165,049 28,219,031 84,777,274 20,909,569 
Central, Fort Scott, Kan... 1920 936,775 76,400 320,210 373,651 55,558 227,126 2,881,332 9,087,654 2,061,691 
1919 783,288 74,308 251,305 289,111 49,351 188, 097 2,256,198 7,025,963 1,812,940 
Central States, Crawfords- 1920 357,119 101,522 110,993 148,156 15,732 98,483 1,738,272 4,254,687 1,423,258 
Wile, NGG co Sonu caches 1919 291,905 105,929 84,469 120,925 12,958 69,441 982,517 2,831,429 815,387 
Equitable, Washington, D.C. 1920 1,434,066 149,298 822,725 891,397 170,660 553,347 7,710,183 21,915,392 3,647,367 
1919 1,111,303 135,189 653,298 734,551 144,138 481,065 7,105,438 18,268,025 3,692,431 
Equitable of Ia., Des Moines, x08e 33,676,094 3,030,849 7,999,580 9,623,112 2,721,973 5,107.963 63,580,675 254,538,407 47,985,003 
Mey qbilerce abet aa aliens 19 28,649,067 2,387,898 6,633,646 8,159,164 2,606,324 4,825,989 58,330,869 206,553,404 46,935,313 
Eureka, Baltimore, Md.... er 1,020,865 180,051 615,614 658,862 141,608 477,681 5,381,300 15,665,490 2,391,474 
1919 837,341 173,901 523,728 555,953 124,310 395,005 5,196,105 13,274,016 3,048,490 
Farmers, Denver, Col..... 1920 2,765,148 515,082 474,220 697,187 188,900 440,338 2,656,856 15,137,924 1,606,707 
1919 2,576,986 512,188 440,943 616,316 230,159 443,669 1,456,276 13,531,217 619,175 
Farmers & Bankers,Wichita, 1920 2,686,861 556,938 1,004,183 1,176,683 201,066 1,890 8,800,337 31,018,650 2,880,887 
MEAG, scrtauestins cine aero: 1919 2,067,293 501,080 915,596 1,051,396 214,608 627,396 9,587,736 28,137,763 4,775,485 
Home vf N. Y., New York, 1920 40,465,508 1,147,758 6,742,094 8,888,157 4,196,745 6,271,288 42,951,133 212,483,100 26,727,281 
Whaicavareddcoverbewa 1919 37,780,735 937,894 6,000,073 7,920,756 4,388,381 6,135,133 40,009,307 185,755,819 27,045,527 
<<. a America, Philadel- 1920 2,035.970 267,908 1,337,883 1,417,836 346,766 1,040,758 12,964,787 41,183,178 8,339,330 
Pilar RA) vig devecece ieee 1919 1,600,264 269,784 1,081,552 1,195,500 299,684 922,114 13,349,753 32,843,848 7,988,849 
Idaho State, Boise, Idaho.. 1920 1,716,685 231,680 721,093 863,033 171,047 470,168 7,893,490 23,618,755 3,391,983 
1919 1,305,242 221,292 616,405 743,660 187,208 474,541 8,089,972 20,226,772 4,950,715 
Illinois, Chicago, Ill....... 1920 17,639,872 2,526,580 3,662,809 4,588,005 1,471,735 3,553,456 34,052,374 128,582,376 21,540,292 
1919 16,197,441 2,266,907 3,287,503 4,098,793 1,782,992 3,039,351 29,579,091 107,042,084 16,998,099 
Lamar, Jackson, Miss...... 1920 1,366,266 168,429 512,768 609,387 123,106 389,169 6,996,777 18,726,971 5,619,971 
1919 1,093,084 168,777 346,178 415,391 66,428 233,837 5,012,318 13,107,000 4,096,490 
Liberty, Des Moines, Ia.... 1920 215,678 182,334 59,003 68,414 41,420 75,484 1,957,745 1,808,195 —395 
1919 219,898 192,126 29,855 35,055 10,070 125,932 1,982,935 1,808,590 1,808,590 
Liberty, Lincoln, Neb...... 1920 177,778 139,619 172,567 179,698 5,051 147,491 4,327,500 5,115,000 4,043,000 
1919 147,635 140,615 36,079 SOGER a sicenced 39,283 1,072,000 1,072,000 1,072,000 
Liberty, Topeka, Kan....... 1920 291,512 125,773 367,709 374,389 3,000 235,918 3,394,500 4,365,500 3,316,500 
1919 137,198 130,546 209,532 p32)! 201,142 1,049,000 1,049,000 1,049,000 
Life & Casualty, Nashville, _ 1,365,362 392,811 1,575,180 1,691,432 324,757 3,168,605 49,334,498 46,221,945 16,927,885 
PEMA So ata teicher as uateasrs 919 996,159 376,498 837,156 900,982 213,928 767,068 34,745,911 29,294,060 13,192,890 
Life Ins. Co. of Va., Rich- 1920 24,143,511 2,807,146 6,824,856 8,103,740 1,943,520 5,181,013 51,377,428 207,301,719 30,799,911 
MGs Mas. cre Satie, site ccgs 20,700,134 2,383,433 5,741,146 6,822,785 1,831,338 4,227,855 45,286,935 176,501,808 27,331,488 
Lincoln Nat'l, Fort Wayne, is20 10,286,459 1,157,716 4,484,021 5,028,419 975,593. 3,094,954 69,326,841 159,349,378 50,115,634 
MR: gS csicateiso' ta sre wae ore 8,056,747 1,078,704 3.037,192 3,795,458 790,035 2,118,386 44,241,620 109,233,744 33,151,281 
Geet States, New York, aa 6,610,441 314,530 663,070 1,141,281 960,701 1,272,899 3,460,382 24,695,968 737,820 
We Mh ohana ein owcon eee 1919 6,790,946 268,096 690,872 1,085,380 1,045,037 1,343,065 3,300,601 23,958,148 117,352 
Pay Des Moines, Ia.. 1920 514,599 510,022 34,933 AGGIE OC nvdca sce 46,289 1,191,000 1,191,000 1,191,000 
GN haces 06M Febwcan “ soeaeetes noueesee Edeeceduur “ladmadeas wgadeara | -veameiewe.  \aeuaraexeaee 
Volunteer State, Chattinoo- 1920 5,268,671 662,600 1,463,920 1,835,749 390, 328 1,100,777 16,932,771 54,435,823 11, 637,338 
Sr pai! decks oe. ee 1919 4,488,265 686,843 1,101,870 1,452,678 372,522 872,930 12,780,215 42,798,485 9,766,772 
West Coast, San Francisco, 1920 5,809,870 756,132 1,774,001 2,151,579 493,633 1,111,817 12,058,439 46,101,838 6,543,672 
WAe Sav cnesro runeecerone 1919 4,698.252 591,942 1,505,030 1,840,503 492,823 1,239,523 10,263,692 39,558,166 4,690,478 
Western and Southern, Cin- 1920 22,885,957 1,194,430 9,221,072 10,244,160 2,105,369 6,071,699 124,759,456 251,594,364 60,442,153 
CHING, OORIO® <cieoraccience- 1919 18,682,804 950,456 6,977,863 7,778,708 1,747,575 4,970,081 101,399,162 191,152,211 46,953,027 
Western, Des Moines, Ia... 1920 929,980 201,531 471,079 535,824 92,190 328,426 4,973,947 14,507,296 2,970,284 
1919 712,559 211,244 376,048 434,238 93,812 304,080 4,487,929 11,537,012 3,032,419 
Western Mutual, Los An- 1920 901,962 443,962 390,293 431,706 288,426 342,734 2,594,000 22,259,000 926,000 
BOIeR: Cab is vaceres 5 ecb aan 1919 817,988 406,633 362,620 395,883 392,108 430,998 2,615,000 21,833,000 2,132,000 
Wisconsin, Madison, Wis.. 1920 710,673 38,513 206,415 246,505 63,405 164,394 2,096,676 7,349,670 1,606,801 
1919 611,852 28,978 158,768 195,819 57,761 140,887 1,657,383 5,742,869 1,378,101 
Wisconsin Nat’l Oshkosh, 1920 1,901,518 542.717 532,349 616,295 94,751 318,038 5,431,990 18,816,465 3,757,536 
MULE. sracre sess ou einen crete 1919 1,569,258 514,174 431,230 511,446 137,788 338,370 5,507,260 15,058,929 4,429,309 
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CATHOLIC RELIEF LIQUIDATION 
Commissioner’ Phillips Seeks Authority to 
Pay Sixty Per Cent 
Jesse S. Phillips, State Superintendent of 
Insurance, has filed with Arthur C. Mead, clerk 
of Onondaga county, a report and petition ad- 
dressed to the Supreme Court, asking authority 
to pay a first dividend of sixty per cent to 
widows, orphans and dependent beneficiaries of 
deceased members of the Catholic Relief and 
Beneficiary Association, a fraternal beneficiary 
Corporation formerly having home offices in the 
Merchants National Bank building, and which 
Was placed in liquidation by an order of the 
Supreme Court made by Judge Leonard C. 
Crouch on June 29, 1920, when it appeared from 
an examination made by examiners of the New 
York State Insurance Department that the 
association was insolvent, and its continuation 


in business would be hazardous to its creditors, 
members and the public. 

Immediately upon taking possession of the 
association, Superintendent Phillips made a con- 
tract with the American Insurance Union by 
which the insurance of all members was con- 
tinued by that corporation for fifteen days, 
during which time the members were given the 
right to elect to continue their insurance by be- 
coming members of the American Insurance 
Union without undergoing medical examina- 
tion. A majority of the members, holding 
$3,052,000 of insurance, accepted the contract 
and transferred to the American Insurance 
Union. The assets of the Catholic Relief and 
Beneficiary Association were retained by Super- 
intendent Phillips, and his report filed to-day 
asks leave to distribute these assets to widows, 
orphans and dependents of deceased members. 
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D. P. Kingsley Welcomes M. Viviani 

At the monthly meeting of the Chamber of 
Commerce of the State of New York last week, 
Darwin P. Kingsley, president of the Chamber, 
and also of the New York Life Insurance Com- 
pany, made an address of welcome to Rene 
Viviani, envoy extraordinary from France to 
the United. States, in which he said that the 
United States held the same warm affection 
for France, and contempt for the leaders of 
German militarism, which she held four years 
ago when she entered the war. Mr. Kingsley 
spoke with scorn of a race brutal in victory and 
sniveling and cowardly in defeat. In respond- 
ing, M. Viviani gratefully acknowledged this 
sentiment amid enthusiastic applause. 


It is announced that the Colorado Life of Denver 
has reinsured its outstanding risks in the Western 
National Life of Cheyenne, Wyo. 
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THE LAW OF AVERAGE 






The law of average is inextricably woven into the whole 





warp and weft of our commercial fabric; but Insurance is 
the sole legitimate enterprise having for its only purpose, 






‘‘bucking”’ the law of average. Insurance plays the mass 
against the chance of individual loss, and equalizes the 







expense of disaster by spreading it thinly over all. 










Just as no two men could afford to exchange individual 
assurances of indemnity for loss, so, we think, no two in- 
surance institutions should reciprocally reinsure to more 
than a limited extent. The real safety lies in large numbers. 







Beginning in a modest was years ago, we have collected 





an immense volume of peak-loads—catastrophe risks—excess 
lines—until the present relation of our individual reinsured 
risk, to the entire mass, is the same as that between the single 
risk and the total volume of the direct carrier. Again, the 
Law of Average. 













We back our experience and our judgment by our capital 
and surplus of over a million. And this union of the law of 
average with ample finance is the bone and sinew of the 


REINSURANCE Service we furnish to Casualty Carriers. 







EMPLOYERS INDEMNITY 
CORPORATION 


E. G. TRIMBLE, Pres. CHESTER NEWMAN, V.-Pres. & Treas. 


KANSAS CITY 


INSURANCE BUILDING 


CHICAGO NEW YORK 


Insurance Exchange 35 Nassau Street 
JACK WOODHEAD, Mer. RALPH NEWMAN, Mer. 
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“THE PROSPEROUS AGENT” 
A New Book Which Gives Characteristics 
of the Successful Life Insurance 
Solicitor 


By WIiLL1AM ALEXANDER 


In his inimitable style William Alexander has 
written another book dealing with life insur- 
ance. The latest volume just off the presses 
of The Spectator Company presents with un- 
usual force the characteristics of a successful 
life insurance agent. Better still, it should be 
said, he depicts the personality of the success- 
ful agent. 

The new book has an especial appeal to: 

1. Those who are thinking of entering life 
insurance, and hesitate to take the plunge. 

2. Those who have taken the plunge, but are 
lacking in confidence. 

3. Those who have already achieved some 
success as life insurance agents but are not sat- 
isfied with the progress they are making. 

4. Those who have achieved conspicuous 
success, but whose ambition it is to become 
leaders in their profession. 

5. Officers and managers whose duty it isto 
select and train agents, and who wish to make 
their selections shrewdly. 

“The Prosperous Agent” tells the reader 
what qualifications are necessary to insure suc- 
cess, and then shows how these qualification are 
applied in practical field work. It enables the 
agent to make a self-analysis of his character 
and then shows him how to develop and utilize 
his powers. 

In all, the book embraces fifty-four short 
chapters, each one dealing with some qualifica- 
tion that aids the agent in carving a successful 
career. 

“The Prosperous Agent” is an entirely new 
departure in life insurance literature. It deals, 
not with life insurance, but with the kind of 
man who is successful in field work. For in- 
stance, in discussing intelligence as a qualifica- 
tion the author says: 

“It is conceivable that a man who cannot read 
should sell books. And the intrinsic value of 
life insurance is so great that even a fool might 
be able to place it here and there with intelli- 
gent people. But it would be ill-placed and 
much of it would be abandoned. 

“Tt is possible that a man without training 
might learn to be a skillful surgeon, but im- 
agine the havoc among the innocent victims 
whom he carved up in the beginning. No; the 
agent who hopes to achieve conspicuous success, 
and serve the public wisely and well, must have 
intelligence. This is so obvious that it needs no 
demonstration.” 

This book is full of well chosen phrases that 
will help the agent know himself and thereby 
Strengthen the force of his own personality. 
It is a book that every field man wants for the 
inspiration it will give him. 

“The Prosperous Agent” is published by The 
Spectator Company, and sells at $1.50 bound 
in red cloth, and $1.00 bound in cardboard. 
Reduced prices in quantities will be supplied on 
application. Orders should be addressed to 
The Spectator Company. 
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COMMISSIONER F. H. ELLSWORTH RE- 
SIGNS 


Becomes Vice-President of Detroit Bonding 
and Mortgage Guarantee Company 


Frank H. Ellsworth, for four years Insur- 
ance Commissioner of Michigan, has an- 
nounced his resignation, to take effect April 30. 
Mr. Ellsworth has also resigned as of that date 
as president of the National Convention of 
Insurance Commissioners of the United States. 
Mr. Ellsworth vacates this office, which he has 
filled with much credit, to become vice-presi- 
dent and agency director of the Detroit Bond- 





CoMMISSIONER F. H. ELLswortu 


ing and Mortgage Guarantee Company of De- 
troit, Mich., assuming his new duties at once. 

Mr. Ellsworth’s term as Insurance Commis- 
sioner of Michigan had‘:still two years to run. 
He had been twice appointed to the office by 
former Governor Sleeper, 

He had broad business and legal experience. 
Much of his time before appointment to the 
State office was in financing. He was in- 
strumental in organizing the Berrien County 
State Bank, of which he was chosen the first 
president and which office he still maintains. 
He practiced law for years, and also served as 
probate judge. 

In his State position he gained a reputation 
as one of the best and most active Insurance 
Commissioners in the United States, and dur- 
ing his regime some of the most progressive in- 


surance legislation was passed. 


The Detroit Bonding & Mortgage Guarantee Com- 
pany was incorporated under the laws of Michigan in 
Tune, 1920, and has an initial authorized capital of 
$1,600,000 and a contributed surplus of $1,000,000. 
The stock is being placed only among investors ‘who 
can assist in placing business with the company. More 
than forty per cent of the outstanding stock is owned 
by bankers. 

President Archibald F. Bunting, of this company, is 
the author of the present Michigan bonding law, en- 
acted nearly fifteen years ago, and acknowledged one 
of the best in the country. 


Louis W. Schimmel, first vice-president, is vice- 


president of the American State Bank of Detroit, and 


a capitalist. 
John Q. 


Ross is second vice-president, and is presi- 
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dent of the West Michigan Steel Company, and secre- 
tary and treasurer of the Linderman Company. 

The treasurer is Walter J. Hayes, president of the 
American State Bank of Detroit, and also of the State 
Senate of Michigan. 

E. & Enetehere, of the Englehart Audit ‘Company, 
formerly chief examiner of the insurance department 


of Michigan, is secretary. 
The other directors will be: Ex-Governor Albert: E. 


Sleeper, president of fifteen banks in Michigan; Rich- 
ard G. Lambrecht, president, American Loan and 
Trust Company of Detroit; Ralph B. Wilkinson, of 
the law firm of Wilkinson & Hinckley, also a 
Street Railway Commission of Detroit; John A. Rus- 
sell, president, Detroit Board of Commerce, president, 
Manufacturers Publishing Company, and president, 
Michigan Manufacturers’ Financial Record; William 
C. Cook, president, Detroit’ Paper Stock Company, 
Detroit; Burt D. Cady, chairman, Republican State 
Central Committee of Michigan; Senator Roy Clark, 
Benton Harbor; Sidney McLouth, president, Liberty 
National Bank; Senator C. E. Gittins, attorney at law, 
and director, Commonwealth Savings Bank, Detroit; 
S. Potter, president, Jackson City Bank, Jackson, 
Mich., Sherman T. Handy, attorney, member, Public 
Utilities Commission of Michigan; William H. Burn- 
ham, president, Peerless Wire Fence Company, and 
director, Lenawee County Savings Bank of Adrian, and 
Andrew H. Green, Jr., vice-president and general 
manager, Solvay Process Company, Detroit, Mich. 
Walter W. Tait, of Detroit, who is well ’and favor- 
ably known throughout the central States for his 
achievements in the organization of financial insti- 
tutions, is the organization director of this company. 


Business Mens Assurance Has Good Month 

The Business Mens Assurance Company ,of 
America, Kansas City, Mo., surpassed ‘ts 
March, 1920, record during March of this year. 
W. T. Grant, vice-president of the compafy, 
believes that the company will continue to show 
increases all during the coming year. The in- 
crease for March was great enough to bring 
the total business for the first quarter of 1gat 
up to the same figure of 1920. 

The company has completed the first full 
year of its life department, having written 
$3,270,000 of business. This was a higher per- 
centage than had been expected. 


Legislative News 

In Wisconsin the Senate bill has passed to third 
reading, which provides for repealing the present pro- 
hibition of experience rating of compensation risks, 
controlling the payment of dividends by participating 
companies through the State Workmens Compensation 
Insurance Board, and prohibiting writing policies for 
longer than one year. 

The Colorado Legislature adjourned, after passinz 
certain amendments to compensation law. 

Prior to adjournment the Delaware Legislature 
passed a bill relating to medical and surgical fees in 
compensation cases. 

In Illinois a new bill provides for an investigation 
of all insurance companies. Another would embrace 
certain sickness under compensation law. 

The Michigan House passed bills relating to admis- 
sion of foreign companies and amending compensation 
laws. 

The New Jersey Senate has passed bills providing 
for calculating compensation for parts of a week ‘and 
penalizing employers neglecting to provide compensa- 
tion coverage. 

Th New Mexico Legislature, before adjournment, 
passed a bill amending the compensation law. 

Several bills relating to compensation and _ liability 
have been introduced in Ohio. One would raise njaxi- 
mum benefits from $12 to $15 weekly and allow up 
to $3750 for disfiguring injuries; others would repeal 
deposit requirement of liability companies; extend 
powers of liability companies to writing inland trans- 
portation and fire risks, but not fire only; authorize 
liability companies to indemnify self-insurers. 
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1921 EDITION READY 


LIFE AGENTS 
BRIEF 


A VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
CASH VALUES 
NET COST OF INSURANCE 
POLICY PROVISIONS 








CONVENIENT, CONCISE, COMPACT 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10 year periods 
DIVIDENDS IN 1921 





Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
Per Copy, $2.00 


QUUADAAUANLAA TEN 





THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











as 





PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 
SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 








(Sri 


** Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 
Box 617 Louisville, Ky. 
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Casualty, Surety, Etc. 














COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 
UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept) 


Admitted Assets. . 
a ee 


$3,890,624. 00 
1,000,000. 00 
rr 564,840. 00 


) ( 


Eleven Years of Steady Growt 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











COMPENSATION BILL PASSED 





Measure Enforces Awards Against Unin- 
sured Employers 

The Senate of New York has passed Senator 
Knight’s bill amending section 26 of the work- 
men’s compensation law relative to enforce- 
ment of awards against uninsured employers. 

The Senate has advanced to third reading 
Senator Straus’ bill, amending section 2 of 
the workmen’s compensation law, by provid- 
ing for compensation for private chauffeurs. 

Senator Walton and Assemblyman Jacobs 
have introduced in their respective houses a 
bill amending group 25, section 2, of the 
workmen’s compensation law, by excepting 
from the provision for compensation “the stor- 
age of ice in an icehouse of capacity of not 
over seventy-four tons, and the necessary 
harvesting thereof.” 

The assembly has advanced to third reading 
the bill of Assemblyman Brady, amending 
sections 25 and 77 of the workmen’s compensa- 
tion law by providing that compensation shall 
be paid periodically and promptly in place of 
wages, and directly to the person entitled 
thereto, without waiting for the award by the 
Industrial Commission, except where the right 
to compensation is controverted by an em- 
ployer. Senator Knight’s similar bill has also 
been advanced to third reading by the Senate. 

The Senate has advanced to third reading 
Senator Davenport’s bill amending section 23 
of the workmen’s compensation law relative to 
giving security to perfect an appeal. 

The assembly has passed the bill of Assem- 
blyman Duke, amending the code of civil pro- 
cedure, making the giving of security unneces- 
sary to perfect an appeal to the Court of 
Appeals, where the appellate division or a 
judge of the Court of Appeals shall certify that 
a constitutional question is involved; nor by a 
claimant under the workmen’s compensation 
law, where the decision of the appellate di- 
vision is not unanimous, nor where the decision 
of the appellate division is unanimous and such 
appeal is with the consent of the appellate 
division, or a judge of the Court of Appeals. 

The Senate has passed the bill of Senator 
Gibbs, amending section 185 of the insurance 
law, by authorizing mutual employers’ liability 
and workmen’s compensation insurance corpo- 
rations to transact any one or more of the 
kinds of insurance specified in subdivisions two 
and seven of section 70, under certain pre- 
scribed conditions, 


An employee who becomes dizzy while at work 
and falls, striking his head, is entitled to benefits 
under the Utah workmen’s compensation act, accord- 
ing to a decision just handed down by the State In- 
dustrial Commissioners. - Lawrence Buys, employed by 
the Federal Reserve Bank, fell on a desk whilst sort- 
ing checks and injured his head so badly that he was 
sent to the hospital and was incapacitated some time. 


The bill providing for the organization of county 
mutual fire insurance companies in Arizona, which 
passed hoth Houses of the Arizona Legislature at its 
recent session, has failed to receive the approval of 
the Governor of that State because of lack of proper 
legislative credentials. 
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TEXAS RATES IGNORED 





Insurance Department to Take 
Vigorous Action 





SEVEN VIOLATIONS OF LAW 





Companies Must Show Cause Why Licenses 
Should Not Be Revoked 


The Texas Insurance Department has de- 
cided to handle in vigorous fashion the con- 
cerns writing workmen’s compensation in that 
State without observing rates approved by the 
department and which otherwise refuse to 
obey the law. Notice in writing to that effect 
has been put out by Chas. V. Johnson, Deputy 
Commissioner, in letters to some of the com- 
panies involved. 

J. C. Bradley, manager of the Texas branch 
of the National Workmen’s Compensation 
3ureau, is spending several days in Austin 
handling the situation. It was Mr. Bradley 
who directed the department’s attention to the 
operation of these concerns and the fact that 
they are not members of the Texas branch 
N. W. C. S, B. Two of the: “outlaws” are 
prominent reciprocal, two are stock companies 
and one a participating organization. 

In a letter to one of the reciprocals. the 
Texas department calls attention to seven 
violations of the law and demands an explana- 
tion to show cause why its license should not 
be revoked. 

By remaining out of the bureau the outlaws 
attempt to slice the rates ofthe thirty-two 
companies within the organization. - A -copy 
of the letter written by Mr. Johnson follows: 


My attention has been called to the-fact that your 
company is not a member of the Texas branch of the 
National Workmens Compensation Service Bureau, 
through which bureau all rates for writing workmen’s 
compensatior insurance in Texas-are promulgated and 
approved by this Department, and also to the fact 
that your company is not writing workmen’s compen- 
sation in Texas at the rates approved by this Depart- 
ment promulgated through the said Texas branch of the 
National Workmens Compensation Service Bureau. 

I wish to remind you of the fact that when your 
company was authorized to do a workmen’s compensa- 
tion insurance business in Texas it filed in- this office 
a letter stating that it would write this business at 
the rates promulgated through this bureau. For your 
information I beg to advise thet the rates promiilgated 
through the bureau do not consist merely of ‘the 
manual rates, but in addition to the rates. set. out in 
the manual, this Department has approved, as a part 
of the business of the said bureau, a stamping. de- 
partment through which every workmen’s compen- 
sation insurance policy is examined and stamped by 
the said bureau. This Department has also approved 
as part of the working of said bureau: its Central In- 
spection Department, through which all plants which 
need to be inspected in order to ascertain the proper 
rate are inspected by the bureau. In addition to this 
the commission has approved the schedule or merit 
rating system of workmen’s compensation. rating ‘also 
used and promulgated through this bureau. 

It seems to me that it is practically impossible} for 
any insurance company doing workmen’s compensation 
insurance business in Texas to write’ this’ business at 
the rates approved by this Department unless it uses 
the stamping, inspecting and merit rating systems of 
the said bureau.. Whether this is. true. or not the 
Commissioner of Insurance and Banking cannot know 
whether or not a rate is correct in all respects, and 
cannot know whether it has been approved “by him 
unless it passes° the stamping, inspecting: and merit 
rating’ departments of said bureau: ~The Commicsioner 
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Position Wanted 





Actuarial 





Actuarial 











WANTED 


by fully qualified actuary of large ex- 
perience in successful life company new 
connection in Eastern States. Apply 
Box 97 SPECTATOR. 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 


EDWARD B. FACKLER, F. 


A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street 





New York 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


























GUESSES ARE WORTHLESS UNTIL 
PROVED BY RESULTS 


Insurance Manager with 22 years’ 
experience along production and organi- 
zation lines, can give you a minimum of a 
million dollars worth of new business 
in a year. ‘Territory desired Northern 


Ohio. Is it worth the installation of an 

agency for your legal reserve company? 

Address in confidence, 
« Spectator. 


Box 62, The 




















MILES M. DAWSON & SON 


CONSULTING 


ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 


























MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 


CHICAGO 


Telephone Randolph 7684 





A Policy Saved is a Policy Made — 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 














Prominent Agents and Brokers 




















LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Auto- National Union | New Amsterdam 
mobile-, ord National-Hartford _ Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

—— As- writers of America 

Stuyvesant Automobile Insurance 
Fidelity-2 Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., 


DENVER, COL, 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 

















NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mér., ROCHESTER 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. 


CHICAGO 


Telephone, Randolph 918 


W. R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















SOBRINOS DE ;EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


JULIAN C. HARVEY 


GEORGE B.. BUCK 
ACTUARY 














CONSULTING 
ACTUARY ee 
CHEMICAL BUILDING ST. LOUIS, MO. 256 BROADWAY NEW YORK 
JNO. A. COPELAND T. J. MCCOMB 
CONSULTING 
ACTUARY CONSULTING ACTUARY 


124-126 HURT BLDG. | 


ATLANTA, GA. 








Colcord Bldg... OKLAHOMA CITY, OKLA. 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 
Temporary money advanced on strictly private 

ts. 


All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


i 











T. C. RAFFERTY 


CONSULTING ACTUARY 


Suite 714 Weightman Building 


Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 
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Miscellaneous Insurance 











Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with proper regard for 
ther business building possibiiities. 
Even an aggrieved cleimant may hecome 
a friendly poticyholdes if impressed with 
the faurness of an adjustment. 


R. L. NASE, 
Adjuster for Casuaity Companies 
1110 Mutual Bidg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health’ Claims 
TERRITORY: 


Virginia and North Carolina 











ON THE PERSONAL SIDE 























is charged by law with the duty of enforcing the in- 
surance laws of this State, and it is his duty to enforce 
the law with reference to the rates for writing work- 
men’s compensation insurance in Texas, and in orde1 
to do so this Commissioner insists that your com- 
pany, in compliance with its promise to use the rate: 
promulgated through the Texas branch of the National 
Workmen’s Compensation Bureau, shall use not only 
the manual rates, but the stamping, inspecting and 
merit rating systems of the bureau also. If you de- 
cline or refuse to do this, then it seems to me that 
the only course which the Commissioner can take will 
be to revoke your license to do this class of business 
in Texas. 

In addition to the above I wish to say that under 
the workmen’s compensation law every company or 
association writing this class. of business is prohibited 
froma writing this business at rates less than those 
used by the Texas Employers Insurance Association. 
The Commissioner is advised that the said Texas Em- 
ployers Insurance Association is a member of the 
said bureau and, therefore, that its rates are strictly 
in accordance with the rates promulgated through that 
bureau, and any company or association writing this 
business which used rates lower than those used by 
the said association is violating the law and should not 
be permitted to continue to do business in Texas 
while thus violating this particular statute governing 
insurance in Texas. 

In view of the above, I desire to have a positive 
and definite statement from you as to whether or not 
you will use the rates promulgated through the Texas 
branch of the National Workmens Compensation Serv- 
ice Bureau and in connection therewith, whether or 
not you will use the stamping, inspecting and rating 
systems of the said bureau, and if so state definitely 
and clearly how you will obtain the use of the stamp- 
ing, inspecting and remerit rating systems of said 
bureau without being a member. of same.. If you 
decline to become a member of said bureau in order 
to have free use of the said rates, including the 
stamping, inspection and merit rating systems, this 
Department must insist that you furnish this office 
with every policy issued by your company in order 
that we may transmit it to the bureau and have it 
stamped and also have the plant inspected according 
to the Central Inspection Department, which this De- 
partment has approved, and in order that this Depart- 
ment may know that you are using the merit rating 
system of that bureau you will furnish this office 
With all workmen’s compensation policies issued by 
you in order that we may obtain the bureau’s 
thereof. 


approval 


—Companies writing hail insurance in Kanses have 
filed their 1921 tates with the State Insurance Depart- 
ment. There are no changes in these rates over the 
rates charged last year exce;t in the matter of the 
interest on the premium notes. The companies have 
all agreed that no interest will be collected on the 
Premium notes this year. 





—Arrangements are rapidly being completed for the 
1921 annual meeting of the National Fire 
Association, 


Protection 
which will be held at San Francisco, June 


“9. The program committee appointed consists of 
Tay Stevens, chairman: Chas. H. Lum and J. TI. 
Schi € 


Frank IK. Wolcott has resigned from the 
payroll audit staff of the Pittsburgh branch 
of the Travelers, and C. E. Meng has been 
appointed in his stead. 


E. P. Seabrook, formerly chief examiner 
for the aomy Fire of Charleston, S. C.,, 
has joined the American Eagle Fire Insurance 
Company. He will work for a time among the 
Southern States. 

O. I. Wallin of Chicago has been in New 
York several days, He visited the offices of 
Fred S. James & Company, which firm ex- 
pects to soon open a Western department in 
Chicago. 

A. J. Barrington, who was recently appointed 
special agent for the Fidelity Phenix in its 
Montana territory, assumed his new duties on 
April 1. Mr. Barringer was formerly special 
agent for the Twin City Fire, covering the 
same field. 

W. B. Hollingsworth, Deputy Insurance 
Commissioner, has tendered his resignation to 
Bruce T. Bullion, Arkansas Insurance Commis- 
sioner, according to an announcement Tues- 
day. Mr. Hollingsworth’s resignation became 
effective April 1. 

A. R. Lawrence, chairman of the Compen- 
sation Rating and Inspection Bureau of New 
Jersey, addressed a meeting of the Casualty 
Association of Northern New Jersey, one eve- 
ning last week. The occasion was a banquet 
at the Downtown Club of Newark. 

A. T. Brower, for the past three years 
western New York representative of Crum & 
Forster, has resigned to accept the manage- 
ment of the insurance department of Guerney 
& Overturf of Buffalo. He will make the 
change about May I. 

C. M. Seeley, head of the firm of Seeley & 
Company, marine and fire underwriters in 
Seattle, Wash., has been visiting in New York 
recently. His name has been mentioned for 
appointment by President Harding to member- 
ship of the Shipping Board. 

H. J. Cook has arrived in San Francisco from 
the home office of the A®tna Casualty and 
Surety spi and will take charge of that 
company's surety business on the coast, pend- 
ing the betes it of a successor to L. W. 
Cutler, who recently resigned. 

W. E. Boyd, who has represented western 
New York for the National Fire Insurance 
Company, has tendered his resignation, and 
will become connected with Park, Thomas & 
Company of Buffalo, as local agents. C. F 
Reed, for some time special agent in eastern 
New York, will succeed Boyd as western New 
York agent of the National. 

Arlington T. Mead of Leonia, N. J., was 
entenced last week to pay a fine of $250 or 


serve sixty days in the workhouse for violation 
of section 143 of the insurance law. 


STATEMENT OF THE OWN 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 
of THe Spectator, published weekly at New York, 

N. Y., for April 1, 1921 

State of New York, County of New York. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Robert W. 
Blake, who, having been duly sworn according to law, 
deposes and says that he is the acting managing editor 
of THe Specrator, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal 
Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher—T he Spect ator Company, 135 William 
street, New York. 

ditor—Arthur J. Smith, 
New York. 

Acting Managing Editor—Robert W. Blake, 135 

W illiam street, New York. 
3usiness Managers—The Board of Directors of The 
Spectator Company, 135 William street, New York. 

2. That the owners are The Spectator — 
135 William street, New York. (Give names and ad 
dresses of individual owners, or, if a corporation, give 
its name and. the names and addresses of stockholders 
owning or holding one per cent or more of the total 
amount of stock.)—Robert W. Blake, 135 William 
street, New York; Thos. E. Perkins, 135 William 
street, New York; Arthur L. J. Smith, 135 William 
street, New York; Harry W. Barnard, 13 : William 
street, New York; Charles H. Nicoll, 135 William 
street, New York; M. Nicoll, 1385 W illiam pr hs New 
York; E. T. Smith, 185 William street, New York. 

3. That the known bondholders, mortgagees, and 
other security hoiders owning or holding one per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) No bond- 
holders, mortgagees or other security holders. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books of 
the company, but also, in cases where the stockholder 
or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, 
the mame of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner: and this affiant has no 
reason to believe that any other person, association, 
or corporation has any interest direct or indirect in 
the said stock, bonds, or other securities than as so 
stated by him. 


YERSHIP, MANAGE- 


135 William street, 


Ropert W. BLakE. 
(Signature of acting managing editor.) 
Sworn te and subscribed before me this 31st day of 
March, 1921. 
[Seal] Rwupoten A. BaKker, 
Notary Public, Kings County, No. 63. Certificate 
filed in New York County, No. 48. N. Y. County 
Register, No, 203. 


(My commission expires March 30, 1922.) 





GRUM & FORSTER 


GENERAL AGENTS 


110 WILLIAM STREET 


United States Fire Ins. Co., N.Y. 
Richmond Ins. Co., N.Y. 
Potomac Ins. Co.. Washington, D.C. 


NEW YORK CITY 


The North River Ins. Co., N.Y. 
Union Fire Ins. Co. Buffalo, N.Y. 
United States Underwriters’ Policy, N.Y. 


Guaranty Fire Assurance Corp., N. Y. 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 
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FARMERS NATIONAL LIFE 


Insurance Company of America 

3401 Michigan Ave., Chicago, lllinois, 
has 

1. $1.75°of admitted assets for each dollar of 
policy liability. 
Up-to-date Policies containing all popular 
provisions and as liberal as any company 
can make with safety. 
As good territory as there is to offer in the 
State of Missouri. 
Ohio, Indiana, Illinois or lowa. 
Exceedingly Liberal contracts if 80 per cent. 
or more of your business renews. 
Can offer something especially interesting to 
honorable men of District Agency Manager 
size. om 
(The only proper time to do a good act is 
Right Now. Write.) 


2. 


bapar 











GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 731 Railway Exchange Bidg., Kansas 
City, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 DallasCounty State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 














Darwin W. Johnson, Sec’y and Treas. 


J. D. Powers, President 
Louis G. Russell, Mgr. Industrial Dept. 


I. Smith Homans, Asst. Sec’y and Actuary 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bidg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 
We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 








Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that 
will be met by every Fearless Agent who Grasps the 
Fact that Nothing can Defeat Diligent and 
Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Company 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 














WANTED 
Managers for These Important Districts 
KANSAS, EASTERN MISSOURI, WEST VIRGINIA 


Guaranteed low cost policies. As good as we can make them, 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


State Mutual Life Assurance Co. 
of WORCESTER, MASS. 


Incorporated 1844 
Commenced business June 1, 1845 


19°71 


is the'76th ANNIVERSARY of our commences 
ment in business. 7 
From the beginning the first consideration has 
been to furnish absolute protection to policyholders and bene= 
ficiaries. 
This practice has resulted in satisfied policyholders—the first 
essential to the agents’ success. 


B. H. Wright, President : D. W. Carter, Secretary 
Stevhen Ireland, Superintendent of Agencies 
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American Indemnity Company 
GALVESTON, TEXAS 


Cash Capital $ 600,000.00 
Assets—OVER.......... $2 ,000,000.00 





THEO. P. STRONG SAN FRANCISCO 
General Agent for Northern Half of California 
Fidelity and Surety Bonds, Automobile, Public 
Liability, Property Damage & Collision, 
and Genera! Liability Insurance 











Stock Salesman 


We would like to get in touch with salesmen familiar with the 
sale of Fire Insurance stock. We have a Board of Governors 
comprising some of the best known Bankers and _ business 
men in New York State and Pennsylvania. 
The territory is virgin for this class of securities and is in 
good financial condition. 
This is a real opportunity for good salesmen to make real 
money. No advance men or “has beens’”’ will be given con- 
sideration. 
E. M. Stanton 
MITCHELL BUILDING 
SYRACUSE, N. Y. 








Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Stop! 


Detroit, Michigan 


ELMER F. DEARTH 
President 


Liberal Contracts to Live Agents 


Up to the minute policies. Write us. 
— 

















